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ANOTHER GREAT CELOTEX INSULATING SIDING... 
The only sidings with a core of famous } 
Celotex Cane Fibre Insulating Board . 
Now, you can widen your market...appeal to more 
y y 
home-owners... by offering: 
CELO-SHINGLE—for the charm of shingles 
CELOBRIC—for the richness of brick 
CELOSTONE—for the ruggedness of stone 
And with all three, you have the clinching arguments of 
extra comfort and fuel savings made possible by their PUE 
Celotex cane fibre core. > AMI 
= whol 
Get started now for greater profits in modernizing old © lishi 
CHECK THESE SALES-BUILDING FEATURES: Se : 8 Chic 
houses or commercial buildings. Ask your Celotex Van 
1 Core of genuine Celotex Cane Fibre Insulation salesman for complete information...or write today to A. | 
Board protected against dry rot and termites by the 3 Mon 
Ferox (patented) process. THE CELOTEX CORPORATION, CHICAGO 3, ILLINOIS. 2 a 
ice 
2 Core impregnated with asphalt to insure = annu 
moisture resistance. MERCHANDISING HELP FOR YOU! Every Celotex product is backed | ~~ 9 
. +H. . by hard-hitting merchandising material that makes your selling job g in th 
3 Coating of specially-processed heavy mastic asphalt easier. New sales promotion plans are being developed continuously copie 
to seal the surface D 
: to give you and your salesmen fresh ideas and selling methods. | ei 
4 Rock-like mineral granules in various color Celotex broadsides, folders, and direct mail pieces are all imprinted oy 
combinations imbedded in asphalt, giving heavy with your name, address, and telephone number FREE OF CHARGE. vas 
“shadow line” and @ beautiful, permanent finish Keep in close touch with your Celotex sales representative. He is 2 d 
_ . always ready and willing to get these sales helps into your hands and subse 
5 Ship-lap ends and sides for snug, hidden joints. to cooperate with you in every possible way. Use him! o p 
On ¢ 
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We’ve been building trucks for home builders 
through periods of plenty, periods of shortages. 
Here’s what we’ve learned: 


The construction industry needs rugged 
trucks. (We’ve been building Internationals 
that way for 41 years.) 


The construction industry needs special- 
ized trucks. (We build 22 basic truck models, 
give you 1000 combinations, offer gross weight 
ratings from 4,400 to 90,000 pounds. ) 


Wed like to 
) hammer this home! 


MOTOR TRUCK DIVISION - INTERNATIONAL HARVESTER COMPANY ° CHICAGO 


The construction industry needs out- 
standing truck service. (We offer the nation’s 
largest exclusive truck service. You get fast, 
expert service when and where you need it.) 


Talk to your nearest International Dealer or 
Branch and learn how much time, trouble and 
money you can save with the right International 
Truck. 

9 


Tune in James Melton and “Harvest of Stars,” 
CBS, Wednesday Evenings 
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AMONG DURABLE GOODS TRADES covered by these pre- 
liminary data, only motor-vehicle dealers showed sales in 
October 1948 higher than for October 1947. A moderate (9%) 
gain was recorded in this trade. Sales of hardware stores were 
off 3 percent; lumber and building materials dealers, 6 percent; 
furniture stores, 6 percent; and jewelry stores, 13 percent. 


BUILDERS WHO HAVE ihe old type ‘“608’’ commitment 
based on a per room maximum of $1800 and who are interested 
in trading it in for the new type commitment ($8100 average 
per apartment), should do so immediately. FHA, Washington may 
in the near future, issue a directive telling their local offices not to 
permit the changeover. 


PUBLIC HOUSING: When Congress convenes early next 
year, high on the agenda will be a public housing bill. In all 
probabilities it will resemble the public housing section of the 
TEW Bill and may even bear its name (TEW you remember called 
for 500,000 units of public housing to be built at the rate of 
100,000 per year for 5 years.) 


DISTRIBUTION OF PORTLAND CEMENT—Shipments of 19,938,- 
000 barrels of portland cement, repordet to the Bureau of Mines, 
Department of the Interior, in September 1948, were 0.5 percent 
above those reported for September 1947. Apparent consumpt- 
tion as shown by shipments into th various States, in September 
1948, was greater in 28 States, and lower in 20 States and the 
District of Columbia than in September 1947. Apparent consump- 
153,000 barrels, an increase of 11 percent over the corresponding 


tion as shown by shipments into the various States, in September 
period for 1947. 








\NDY, movie buffoon who shows what not to do in applying gypsum lath, 
suilding boards and plaster. Hero of Gypsum Association educational films is 
a master craftsman who shows right way to apply gypsum products. 
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J-M DEALER MEETING 


Program faces fact time for 
active selling is here again 


JOHNS-MANVILLE, in a re- 
vival of the Housing Guild In- 
stitute, recently played host to 
500 dealers from Illinois, Wiscon- 
sin, Indiana and Michigan. Earl 
Boyle, J-M district sales manager, 
acted as chairman. The day long 
meeting stressed the renewed im- 
portance of consumer selling. 

J-M department heads from 
New York led discussions on 
merchandising, co-ordination of 
dealer-manufacturer sales efforts, 


‘and effective use of point-of-sale 


aids. 


EDUCATIONAL FILMS 


Gypsum association movies show 
how to do it — product uses 


THREE color, sound pictures 
produced by the Gypsum Asso- 
ciation are available for use by 
building materials dealers. Two of 
the films are designed to show the 
right and wrong ways to apply 
gypsum lath, building board and 
plaster. These pictures will be 
especially good for dealer sponsored 
contractor meetings. 

The third film is general in 
nature and shows the production 
and general uses of gypsum prod- 
ucts. Dealers sponsoring home 
shows will find this picture es- 
pecially effective in showing pros- 
pective home owners the value of 
using gypsum products. 

Information on obtaining copies 
of the film for use can be gotten 
by writing the Gypsum Associa- 
tion, 330 S. Wells St., Chicago. In 
many cases the Association is pre- 
pared to send a man to show the 
pictures. 


LUMBER SITUATION 
AT A GLANCE 


Supply overtaking demand as 
slack buying season arrives 


HOUSING construction will 
reach an all time high in 1948 
according to the 70th Quarterly 
Report of the Lumber Survey 
Committee to the Secretary of 
Commerce. 

The Committee’s report esti- 
mated that construction of at least 
one million two hundred and fifty 
thousand units will begin during 
the current year. The appraisal 
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Treat Yourself fo a 
Year-Round Gitte! 


rly . ‘ : o 

The world is full of gadgets at Christmas time. 

There is practically nothing you can’t expect to find 
under your tree, except possibly the kind of gift you would 
appreciate most . . . relief from business tension. 

Such a gift isn’t impossible. You won’t find it in a shop, 
nor can your family or friends provide it. But... if you 
are in the lumber business you can give it to yourself. 

The’ Retailer can give himself the satisfaction of a 
dependable source of supply. 

The Manufacturer can give himself a hustling sales 
set-up. 

Treat yourself to a year-round gift . . . use the service 
of the Lumber Wholesaler. 


Merry Christmas / 


National-American WHOLE SALE Lumber Association 
ESTABLISHED 1893 


HEADQUARTERS 
41 E. 42ND STREET 
NEW YORK 17, N. Y. 


WESTERN OFFICE 
YEON BUILDING 
PORTLAND 4, OREGON 
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which indicates this record in- 
cludes farm houses, reconversion, 
trailers, etc., and is based, in 
addition to other factors, on the 
estimated consumption of lumber 
and other building materials. 


30 YEAR HIGH 

The Committee’s report also in- 
dicated that lumber production for 
the current year will approach 38 
billion board feet, which is a 30- 
year high. The report also shows 
that total lumber supply is rapidly 
overtaking demand, and it is 
apparent that the trend from a 
sellers’ to a buyers’ market is 
well under way. Demand for upper 
grades of lumber remains com- 
paratively firm, but buyers are 
more selective and the market for 
lower grades has softened. Mill and 
yard stocks are unbalanced, and a 
recent survey showed that yard 
stocks of lower grade lumber are 
93.4 percent of normal, as com- 
pared to 51.3 percent for select 
grades. 

CAR SHORTAGE 

The seasonal shortage of freight 
cars and the shipping strike on 
the West Coast have retarded 


areas and have had an adverse 
effect on production. 

Mill and woods labor supply was 
adequate during the quarter, ac- 
cording to the report, with the 
exception of the South where the 
harvesting of fall crops caused a 
seasonal shift to agricultural oc- 
cupations. Tractors were reported 


equipment is now more readily 
available excepting certain regions 
of the South. 


LIGHTWEIGHT BRICKS 


Research aims at weights 
to cut building costs 


PROMISING developments in 


methods are reported on two com | 
pleted research projects supervised | 


Institute’s President, announcel) 
today. ; 

“At the North Carolina State 
University, clay was mixed with 
sawdust and other combustible 
materials in an effort to product 
an insulated, fireproof, lightweight 























clay product. Tile units weighiné 
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In order more fully to utilize the product of the logs Besides its broadening line of factory products, 
_ from its tree farm and at the same time render better Kinzua continues to provide customers with its usual 
tage > service to customers, Kinzua has for several years diversified assortment of regular Ponderosa Pine 
rike O0 @ constantly : ——ae : : kia 
etarded — tantly been broadening and diversifying its pro- lumber items—common, selects, finish, bevel siding, 
oducing uction of factory specialties. ceiling, paneling, etc.—as well as Fir dimension and 
adverse || That trend will continue in 1949. With new machines Fir common. The name Kinzua is your assurance of 
4 recently installed, Kinzua is now better equipped in quality and satisfaction. 
- be + its factory department than ever 
ter, ac- |% ‘ 
ith the before efficiently to turn out more 
rere the Architect Designed” window and 
used a|_ door frames, trim and mouldings, 


ural oc-|7 ironing boards, turned work, 


“geo » tables, toy and nursery funiture 
otner Re 

yee stock, lawn furniture and other 

Cc 'o . . . 
-yegions| “U'-to-size and  semi-fabricated 
» items. 

+ weights ~ 

ng costs |= s 

rents in 7 

lucts and 2 Exterior view of the Kinzua planing mill 


eacturing (m —e factory department where “Architect 
> Vesicned” window ‘and door frames are 


two oat | produced —where stock is dressed and 
upervise * run to pattern or cut to size or glued- ap 
Jucts In- a /or special uses. 
¢ i 
Jr., the ® 


nnouncel 4 
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ina State 
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oP UNZUA PINE MILLS COMPANY 
Ppa ie °e VA OP. OREGON @: 


weighing § ie ATIONAL DOOR MFRS. ASSN. MEMBER WESTERN PINE ASSOCIATION 
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in large buildings, where the 

saving in weight would materially 
NEWS and TRENDS decrease the strength requirements 
to be met by the building frame.” 





only half as much as conventional TITLE Vil EXPLAINED 


ones were made in the tests. 


While these units had lower com- FHA announces rules for 
pressive strength than conventional rental loan insurance 
products, they were considered suf- FEDERAL Housing Admin- 


ficiently strong for non-load-bear- 


- ~~ te . istration has announced the _ is- 
ing purposes,” said Mr. Goodwin. 


suance of administrative rules and 
“These lightweight clay products regulations for the rental housing 


could furnish a _ substantial ad- yield insurance program’ which. 


vantage in the construction of walls was written into the National 
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@ It takes a heap o’ know-how 
to make fine plywood ...and the 
panels made by Plywood, Inc. rate among 
the best. Veneers are skillfully matched for 
unexcelled, lasting beauty. Each panel is of 
uniform, high quality. A wide variety of 
veneers are available immediately. You can 
have panels made to specification. 


Contact The Divisional Branch 





Nearest You: 
PLYWOOD DETROIT PLYWOOD GRAND RAPIDS 
Detroit, Mich. Grand Rapids, Mich. 
PLYWOOD DAYTON CLEVELAND PLYWOOD 
Dayton, Ohio Cleveland, Ohio 
PLYWOOD TACOMA SAN FRANCISCO PLYWOOD PLYWOOD LOS ANGELES 
Tacoma, Wash. San Francisco, Cal, Los Angeles, Cal, 


Housing Act in the recent special 
session of Congress. 


Yield insurance is available to 
individuals, unincorporated groups, 
corporations, trusts, and _ other 
legal entities approved by the FHA. 
The aggregate outstanding insur- 
ance liability may not at any one 
time exceed $1,000,000,000. A re- 
volving fund of $10,000,000 has 
been established for payment of 
claims and expenses. 


NEW TYPE 


The purpose of this new type 
of insurance is to attract equity | 
capital into the production of 
rental housing for families of | 


moderate income where no mort- ~ 
gage financing is involved. Under ~ 


the provisions of Title VII of the 


National Housing Act the FHA is © 
authorized to insure the minimum 
annual amortization charge of 2 § 


per cent of the established in- [7 


vestment and an annual return of © 
234 per cent on the outstanding © 
investment. The term “established 7 


investment” includes all approved [ 
costs prior to initial occupancy. § 


MAXIMUM RENT RATE 


The insurance is limited to 7 
economically sound projects, lo- 
cated in areas where the FHA — 
Commissioner determines there is | 
a need for new rental dwellings 
at rents comparable to those pro- | 
posed for the new project. The | 
regulations are designed to en- | 


courage provision of accommoda- 7%. 


tions at rentals appropriate for | 
the entire range of the moderate | 


income group. In no case, under 7 


the regulations, can the average f 
rental for all units in a project, 7 
including heat and other customary |~ 
services, exceed $100. The max: 
imum that will be allowed for any ~ 
individual unit is established at 7 
$120, representing the eo 
that should be approved for fam-/ 
ilies whose aggregate income is - 
at the top of the moderate income q 
group. Unit rents above the ap 
proved average would necessarily | 
have to be offset by units renting 
for less than the average. The 
quality, design, size, and type | 
dwellings in the project must be 
acceptable to the Commissioner. | 
An annual premium of % of 1) 
per cent of the outstanding it} 
vestment is charged for the it 
surance. 


The field offices of the FHA 
throughout the country are pre 
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THE HOME OF CHROMTRIM 
GREENVILLE, PA. 


sen Lapa Bout 


The mythical character with the seven-league boots would run himself 
ragged trying to compete with today’s distribution methods. For, despite 
his remarkable attainments, he would discover that delivering the goods 
today is no longer a one man job. 


That is one reason why R. D. WERNER COMPANY, manufacturers 
of CHROMTRIM, places utmost importance on the calibre of its co-workers. 


With the increasing demand throughout the country for CHROMTRIM 
metal mouldings, there has been a subsequent neéd’ for a smooth, flawless 
operation from the factory right down the line to the ultimate consumer. 
This need has been met. 


R. D. WERNER COMPANY is rightfully proud of its record of service 
and is happy to acknowledge its gratitude to those who made this record 
possible; the skilled workers in the plant have jealously guarded the 
quality of their product ... sales personnel and the many CHROMTRIM 
distributors have done an outstanding job, supplying the thousands of 
retailers from coast to coast. Their fair dealing and efficiency have 
established a reputation of which the Company is proud. 


YES, THESE PEOPLE ARE OUR SEVEN-LEAGUE BOOTS! 





R. D. WERNER CO., INC. 


Manufacturers of Metal and Plastic Products 











295 Fifth Avenue New York 16, N. Y. 
Factories: Neu Greenville, Pa. 


In Canada: R. D. Werner Co., Ltd., Port Dalhousie. Ont 


York City 
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pared to discuss applications for 
yield insurance and to explain the 
details of its operation to inter- 
ested investors. 


SUPPLY PICTURE 


Building materials and labor 
to be sufficient in 1949 


THE supply of both building 
materials and labor is expected to 
be sufficient for the $18.1 billion 
of new construction and $7 billion 
of repair and maintenance es- 
timated for 1949, according to a 
forecast prepared by the Producers’ 
Council, national organization of 
building product manufacturers, 
James M. Ashley, council pres- 
ident, stated Saturday. 

“Aside from the supply of iron 
and steel, where the outlook is 
complicated by the unknown extent 
and charatcer of the defense 
program, no serious shortages of 
materials are expected during 
1949”, Mr. Ashley said. “In fact, 
unless the armament requirement 
is much over that now anticipated, 
iron and steel products should be 
at least as plentiful for construc- 
tion as has been the case during 
1948. 

MILLWORK TROUBLESOME 

“Millwork, which has remained 
a troublesome item throughout 
1948, should be much more readily 
available next year. Sash and door 
mills have been catching up with 
back orders and this progress is 
expected to continue. 


“Recent increases in plant ca- [ 


pacity for producing gypsum prod- 


ucts should definitely keep these ~ 


items off the shortage list. The 
supply of cement may remain 


tight, due both to an expanded © 
volume of public works and to | 


distribution problems created by 
the basing point decision, but these 


considerations are not expected to a 
delay or hold down the volume of | 


building in 1949. 
PROMPT DELIVERIES 





me AY, OT teat 





“Other materials will be pro- t 


duced in quantities ample for the 
anticipated volume of construction, 
while dealers’ inventories generally 
should be sufficiently broad to 
permit selectivity and prompt 
delivery. 

“The extreme tightness of the 
labor supply, which has made pre 
mium and overtime payments 4 
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struc- The Heatilator Fireplace is the outstanding eens 
luring leader in the fireplace unit field for one important , “ 
reason. More people want it because it lives up to The Heatilator Fireplace Unit 
nained every claim made for it. is scientifically designed. 
aes Owners prefer it—They want the extra circu- 
d door | lated heat with the freedom from smoke that 
» with Heatilator provides. And they insist on the unit 
ress is that actually has been PROVED in thousands O 
: of homes and camps all over America. 
ca- 
s ooel Builders save time, labor—By furnishing a 
» these scientifically designed form for the masonry, the 
t. The Heatilator unit speeds up construction time. It 
remain ; ; rap NO TUBES TO NO HEAT TAKEN 
sania saves materials too because it’s complete from OBSTRUCT DRAFT FROM DOME 
a floor to chimney flue. 
ry Pe : More profit for dealers—A Heatilator unit for 
sted t every fireplace means an extra profit on each job. 
‘ume of & And the Heatilator Unit is easier to sell because 
more people know it—and more people want it. a 
HEATILATOR, INC. ' | ff 
be pro- 8412 E. Brighton Ave., Syracuse, N. Y. ; | 
for the 3 Accept no substitute. Look for: + ng 
ruction, | the Heatilator name on the dome. \ "Santee BUILD NO oa / 
enerally § ; AIR INTAKE BAFFLES 
“oad to , *Heatilator is the registered trademark of Heatilator, Inc. 
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WHAT'S NEW? 





feature of the construction picture 
since the end of the war, should 
be much eased during 1949. The 
continuance of a large volume of 
construction plus some inroads 
on the labor force by the draft, 
should, however, prevent any sur- 
plus of labor from arising. Even 
the slight reduction in demand 
that is anticipated in certain 
classes of construction should per- 
mit the retirement of older work- 


ers and the weeding out of some of 
the less competent among the 
younger men.” 


1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


January 10-11-12—Northwestern Lumbermens 
Association, Minneapolis, Minn., Minneapolis 
Auditorium. 

January 11-12-13—Kentucky Retail Lumber 
Dealers Assn., Louisville, Ky., Brown Hotel. 
January 18-19-20—Ohio Association of Retail 
Lumber Dealers, Cleveland, Ohio, Cleveland 
Public Auditorium. 

January 24-25-26—Northeastern Retail Lum- 
bermens Assn., New York, N. Y., Pennsyl- 
vania Hotel. 





DISTRIBUTORS IN 





PRINCIPAL CITIES 





Pe 
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January 26-27-28—Southwestern Lumbermens 
Association, Kansas City, Mo., Municipal 
Auditorium. 


January 27-28-29—Western Retail Lumber- 
mens Association, Seattle, Wash., Olympic 
Hotel. 

February 2-3-4—Michigan Retail Lumber Deal- 
ers Assn., Grand Rapids, Mich., Civie Audi- 
torium-Pantlind Hotel. 

February 2-3—Lumber Dealers Assn. of W. 
Pennsylvania, Pittsburgh, Pa., William Penn 
Hotel. 

February 8-9-10—Illinois Lumber & Material 
Dealers Assn., Chicago, Ill., Hotel Sherman. 24 
February 9-10-11—Middle Atlantic Lumber. 
mens Association, Philadelphia, Pa., Bellevue- 
Stratford Hotel. 


February 9-10-11—Mountain States Lumber 


Ss ssi 


Dealers Assn., Denver, Colo., Shirley-Savoy 
Hotel. FS 
February 14-15-16—Lumber Merchants Assn. || 
of Northern Calif., Santa Cruz, Calif., Santa 
Cruz Hotel. 
February 15-16-17—Wisconsin Retail Lumber- is 
mens Association, Milwaukee, Wis., Milwau- |~ 
kee Auditorium. & 
oe 


February 17-18—Virginia Building Material ~ 
Association*, Richmond, Va., John Marshall [7 
Hotel. . 
February 22-23—Lumber & Supply Dealers’ 
Council*, Augusta, Ga., Sheraton Bon Air 
Hotel. 

February 23-24-25—Nebraska Lumber Mer- 
chants Association, Omaha, Nebr., City Audi- | 
torium. t 
February 25-26—West Virginia Lumber ah 
Builders’ Supply Dealers’ Association*, Wheel- rs 
ing, West Va., McClure Hotel. os 
& Builders’ 


March 1-2-3—Indiana Lumber S 
Supply Assn., Indianapolis, Ind., Murat 
Temple. if 


March 10-11-12—Intermountain Lumber Deal- © 
ers Association, Salt Lake City, Utah, Hotel | 
Utah. 


March 14-15-16—Independent Retail Lumber : 





Dealers Assn., Minneapolis, Minn., Hotel ” 
Radisson. 
March 16-17—Louvisiana Building Material — 


Dealers Assn., New Orleans, La., Jung Hotel. 


March 16-17-18—lowa Retail Lumbermens 
Association, Coliseum & Hotel Savery, Des 
Moines, lowa. 


March 23, 24, 25—Carolina Lumber & Build- 
ing Supply Assn., Civic Auditorium, Asheville, 
N. C., George Vanderbilt, Battery Park 


March 24-25—Florida Lumber & Millwork | 
Association, Inc.*, St. Petersburg, Fla., Soreno 
Hotel. 


” 
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April 6-7-8-9—Tennessee Lumber, Millwork & | 
Supply Dealers Association, Knoxville, Tenn. 
(Place unannounced). 


April 7-8—Mississippi Retail Lumber Dealers a 
Assn., Biloxi, Miss., Buena Vista Hotel. 








April 7-8—New Jersey Lumbermens Associ: |” 
tion*, Atlantic City, N. J., Traymore Hotel. 


April 10-11-12—Montana Retail Lumbermet | 
Association*, Missoula, Mont., Florence Hotel 7 ~ 


April 21-22-23—Southern California Retoll |» 
Lumber Assn., Los Angeles, Calif., Ambass 
dor Hotel. 








April 24-25-26—Lumbermen’s Association o | 
Texas, Dallas, Texas, Fair Park Agricultura cs 
Bldg. é 


May 6-7-8—Arizona Retail Lumber & Bids 

Supply Assn., Douglas, Ariz., Gadsden, A™ © 
Note: Convention schedules for the following 
were not available at publication tim 
Arkansas Association of Lumber Dealers. 
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MARLITE GIVES 
THE BUILDER A BREAK 


You'll please your customers—and make your work easier and more 
profitable—if you plan on Marlite plastic-finished wall and ceiling 
panels to create interiors of sparkling beauty tnd economical utility. 

Your customers like Marlite for its gleaming beauty and the ease 
with which it can be kept sparkling clean and lustrous—its sealed 


surface is the reason! 


And you'll like Marlite because these wall-size panels go up 
quickly and easily over new walls or old, provide an opportunity 
to increase your business and profits on new construction and mod- 
ernization. And, because Marlite is adaptable to every type of 
building, domestic and commercial, where sanitary, colorful walls 
and ceilings are needed, you'll find Marlite opens up countless 


new business opportunities for you. 


——— 
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part OF A COMPLETE LINE 


HESE OTHER 
MARSH pRODUCTS 
To WORK FOR YOU 
MARSH MOULDINGS 


MARSH ADHESIVES 


MARSH BATHROOM 
ACCESSORIES 


MARLITE POLISH 
MARSH CAULKING 
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PLASTIC-FINISHED 
an i ae 


Complete 
Information 


for BUILDERS 


SH WALL PRODUCTS, INC., 1241 Main Street, Dover, Ohio 


Will Be Found 
in SWEET'S FILE 














ALUMINUM WINDOWS 
































your full window costs includ- 
ing all material, weatherstripping, field 
hanging, fitting, adjusting, prime and finish 
painting 


- - then compare - - 


the cost of the Thorn completely assembled 
aluminum windows, either Double hung or 
casements, with built-in weathering features. 


You will probably find you are paying more 
for much less window value. 


J. S. THORN CO. 
PHILADELPHIA 32, PA. 
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EDITORS 


For Graduates Interested in the Plywood Business 





To the Editor: I noticed the “Educational Roundup” 
article in your September 25 issue, and also your edi- 
torial on the same subject. I am wondering if you 
would be kind enough to send me a list of the univer- 
sities which are giving courses in connection with the 
building industry? It might be that from time to 
time they would have some graduates who would be 
interested in the plywood business—BOB HOF- 
HEINS, Niagara Plywood Company, Inc., Buffalo, 
a Be 


University Courses in Light Construction 


To the Editor: I am greatly interested in the four- 
year courses in light construction which are now being 
offered in various colleges and which first appeared as 
an article in the September 25 issue of AMERICAN 
LUMBERMAN & BUILDING PRODUCTS MERCHANDISER. 

If you have a list of the universities which now 
offer these courses would you be kind enough to send 
this information to me. Any additional information 
would be appreciated —RAYMOND L. SCHUTTE, 


A list of the universities offering courses in light 
construction is available on request—The Editors. 


Carrying On Business That Was 
Started 102 Years Ago 


To the Editor: I received a great thrill out of your 
August 28th issue, particularly with respect to the 
activities of the Lachmund family. Paul Lachmund, 
so ably illustrated on your cover page, was secretary 
of the Wisconsin Retail Lumbermen’s Association at 
the time when I was president of that association, 
which was in 1910 and 1911. His son, Edwin, ran 
the business and his daughter, Irma, was his secre- 
tary. Paul was taken sick during the last year of 
my administration and was not able to develop or 
participate in the last convention. A mighty fine 
friend, Arthur Holmes, who was secretary of the 


_Michigan Association, came on to Milwaukee and 


helped me develop a program and carry on the 
convention. 

With a little deviation from a direct line, I, too, 
could claim the carrying on of a lumber business that 
would be 102 years old. My grandfather was a pioneer 
in this country and the first white settler in the year 
1846. He was a native of Pennsylvania but drove 
overland to Fort Madison, Iowa, where he went broke 
as a steamboat operator on the Mississippi River. 
Having heard that there was a fine tract of Pine 
timber in this section of Wisconsin he came up the 
Mississippi to the mouth of the Chippewa River, uP 
the Chippewa to the mouth of the Red Cedar River, 
and up the Red Cedar to a point which is now the 
city of Menomonie. Practically all the population were 
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f your | @ Here is a new product that can help ASK YOUR DISTRIBUTOR — Revere 
to the | you cash in on today’s big demand for Home Flashing is sold by leading dis- 17 (7 
mund, | flashing and valley metal. Itisaspecial tributors throughout the country. It is 





retary | §auge, size and temper of Revere Sheet probably handled by one or more of the 

ion at & oe . — — — nates now calling on you. Z ask COPPER AND BRASS INCORPORATED 
jiation, © Ay cues Rewees 00 Reve te eee pre your distributors’ salesmen about Re- Founded by Paul Revere in 1801 

: _ tection of copper valleys and copper , : 230 Park Avenue, New York 17, N.Y. 

n, ran ' flashing. Unlike other metals used for 77¢ Home Flashing ; or if you prefer, eee 

secre- || valleys and flashing, copper does not re- Write directly to Revere and we'll be Mills: Baltimore, Md.; Chicaso, Ill; Detroit, Mich.; 
ear of | quire painting. It can never rust nor lad to send you the names of our dis- Re. Bedford, Mass.; Rome, N. Y. 
lop or {7 rot. And this new Revere Home Flash-  tributors in your territory. ~ ~—- _ aaeeiaaaien 
y fine ing is so thrifty to buy and install that 
2e and PACKAGED FOR EASY HANDLING! 
mn the Revere Home Flashing is a packaged 


Revere Copper and Brass Incorporated 
230 Park Avenue, New York 17, N. Y. 


product, for your convenience and the 
oad » convenience of your customers. Each 

, > | package contains (1) 10 sheets of this 
ss that © special sheet copper, 18’ x 48’; (2) 
3 
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: | 
pioneer “00 hardware bronze nails; (3) anillus- 1 Please send me the names of distributors in my territory who handle 
he year trated instruction book that clearly t Revere Home Flashing. 
; drove Shows how to install copper in valleys, : 
t broke ‘ound chimneys, doors, windows and i 
River. other wall and roof joints. i eee cihenpnianaanatibienes raion tnnniinnnnianenitnuntennitnmenanpidmamigican 
¢ Pine SALES HELPS—Revere supplies -you : 
up the with folders, displays, advertising mats i 
mes - & — erything you need to make sales I Address Cecerceseseees oeeereeccees o Ceeeeeereceeeess coceeeseeserenessssees PPErITiITttititiiiii iti itt) 
> and make them fast. In addition, Re- 1 
River, vere Home Flashing is nationally ad- 1 ' 
ow the vertised in American Builder, Practical 4 City......iccccccrcssececceree: sovsvesceseeeeeeeececeesLOMC.ccrerees SMe -vecseceseescescescesccocescecees 
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bn were ‘uilder and The Saturday Evening Post. 
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AMERICA’S (% 


for sash & door makers! 





























PERMA 


GLAZE 
GLAZING 
COMPOUND 


.+.+ provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 


Q. D. 
PRIMELESS 


, PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 





For more Information or Special Requirements write Today! 


me BIDDLE .. 


AMERICA’S LARGEST Exclusive Peedi Makers 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 











LETTERS 





Chippewa Indians and there were no permanent white 
settlers. Grandfather, however, brought his family, 
including my mother who was then about a year and a 
half old, and established a residence and started what 
afterwards was known as Knapp, Stout, and Company, 
which company at one time was the largest lumber 
manufacturing company in the world. Grandfather’s 
name did not appear because at that time he was 
heavily in debt and did not dare for his name to 
appear until he could get back on his feet. 


When Knapp, Stout and Company ceased manufac- 
turing, a cousin of mine, T. B. Wilson, organized a 
retail company and took over distribution of lumber 
in this locality, as well as starting several other 
yards. These yards were afterwards sold to the North 
Star Lumber Company and from the North Star 
Lumber Company to the Midland Lumber and Coal 
Company and from the Midland Lumber and Coal 
Company to our Company. However, when the sale 
was made to the North Star Company the Menomonie 
yard was not included and I acquired this yard. So, 
as I have said before, I am really carrying on a busi- 
ness that was started 102 years ago. 

I thoroughly enjoyed the review of the Lachmund 
people’s activities—G. W. LA POINTE, JR., vice- 
president and general manager, O. & N. Lumber 
Company, Menomonie, Wis. 


Building House Construction Models for Many 
Years 


To the Editor: I have read the “Educational Round- 
up” with a great deal of interest. It may be of inter- 
est to you to know that we have been building house 
construction models of the type illustrated on the 
cover for a good many years. This course is given the 
third quarter Junior year and is one of those required 
of students in Option No. 4, Light Construction Indus- 
try HAROLD BUSH-BROWN, director, Georgia In- 
stitute of Technology, Atlanta, Ga. 


"A Book Every Retail Lumberman Should Have" 


To the Editor: It has taken me two and one-half 
weeks to study your book “Creative Selling in Amer- 
ican Lumber Yards.” I should not be amazed at the 
great amount of information that you have included 
because of your long background in the lumber busi- 
ness, but frankly Iam! This certainly is a book that 
every retail lumberman should have for himself and 
all of his sales employes. 

No one could hope to absorb all of the contents in a 
short time because of the wealth of material which you 
have incorporated therein. If the dealers could be in- 
duced to train their salesmen in accordance with these 
ideas, certainly they would not need to worry about 
competition from other consumer goods. 

I am inclosing our order for 14 copies to be used by 
our salesmen and executives. There are many chap- 
ters that contain information, any one of which if 
properly used, is worth more than the purchase price. 
—GEORGE E. VOORHEES, Michigan Wholesalers, 
Inc., Jackson, Mich. 


December 4, 1948, AMERICAN LUMBERMAN & 


ies 
re. 
7 


4 
« 











SYR emer ere 


ae ce Bon a Ge ce ee 









ere 





¢ q 
es 
a 







fn fie tt «ak ae kU CO 





hite 
nily, 
nd a 
vhat 
any, 
nber 
ner’s 
was 
e to 


ufac- 
ed a 
mber 
other 
Jorth 
Star 
Coal 
Coal 

» gale 
monie 
So, 
busi- 


mund 
vice- 
amber 


Many 


Round- 
inter- 
house 

on the 

ven the 
quired 
Indus- 
gia In- 


Have" 


mne-half 
_ Amer- 
| at the 
ncluded 
ey busi- 
yok that 
self and 


nts in a 
ich you 
d be in- 
h these 
y about 


used by 
y chap- 
hich if 
ke price. 
lesalers, 


MAN & 


Ri 
fy 4 
tes 
% 











WASHINGTON 


LUMBER EXPORT QUOTAS for the fourth quarter 
have been set by the Commerce Department. Lum- 
ber and plywood are the same as for the third quar- 
ter, despite the fact that actual exports have been 
running below authorizations. The export quota on 
oak flooring for the fourth quarter is 1,000,000 feet. 
Beech and pecan flooring, due to apparent lack of 
demand in this country, can now be exported on 
general license. 


QUOTA ON DOORS for export remains at 24,000; 
but the figure for other millwork was reduced from 
825,000 to 600,000 feet. The NRLDA stands by the 
policy of restriction on export of any building ma- 
terial that’s in short supply . . . Exports in all lines 
are declining, and imports are increasing. Wash- 
ington hopes that, when the Marshall Plan ends, in 
three years or so, exports and imports will be in 
balance; at about thirteen billions. 


EXPORT CONTROLS on some twenty lines, in- 
cluding lumber, other building materials and plumb- 
ing items, will be continued by the extension of the 
law. Exports will be closely watched. The Recip- 
rocal Trade Agreement law will be extended for 
three years. The 80th Congress extended it for one 
year. There'll be some changes in the act; chiefly 
to give the President more control over rate making. 


FOURTH ROUND WAGE INCREASES: Better 
count on it. Sure enough, it'll not be uniform, clear 
across the board; though the usual prediction is an 
added ten cents an hour. Unions are expected to 
talk tough; also to demand pensions and other ex- 
tras. Labor leaders indicate they'll reinforce de- 
mands by king-size strikes. These growls, however, 
may be intended as a softening-up process; a pre- 
liminary scare treatment. 


ORGANIZED LABOR aims to make like the Prime 
Minister of the next Administration; although this, 
too, could be just window dressing. Labor seems to 
be taking a bigger bite of political management 
than it can swallow. Don't get panicked by union 
gestures. With the boom leveling off, big wage 
grabs are not so easy. It's in wage boosts, not in 
high-level political administration that labor packs 
ts biggest punch. 


TAXATION: Guesses about Congressional action 
are a dime a dozen and are often contradictory. 
Sut there seems to be a general belief that excess 
proits taxation either will not be enacted at all or 
‘nat the rates will be modest. Much depends upon 
‘ne course prices take before Congress gets around 
‘O the subject. The Council of Economic Advisers 
still fears inflation. If prices go up strongly, expect 
‘ne profits law to be enacted. 
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PUBLIC HOUSING, of some sort, seems rather 
certain to be enacted into law. A number of legis- 
lators who opposed it in the 80th Congress will sup- 
port it in the 8lst. Many organizations in this in- 
dustry will oppose such enactment, believing the 
law would defeat its own purpose. Senator Flanders 
(R., Vt.) an advocate of public housing suggests de- 
laying such projects in any area until private build- 
ing begins to decline. 


ECONOMIC DEFENSE: Note that public housing, 
like a lot of other proposals, are given Congres- 
sional thought on the basis of stand-by defense 
against declining market levels. No one really ex- 
pects such declines. Most people agree with the 
Economic Advisers that the immediate danger is 
still some more inflation. But no one likes the idea 
of being caught without a shootin’ iron, if the In- 
dians do attack. 


PRICE CONTROL, even on a stand-by basis, isn’t 
likely to show up unless there’s a hefty increase in 
retail price tickets. Consumer rationing is quite re- 
mote. Voluntary allocation of steel may be tight- 
ened up; unless a steel-market slowdown appears, 
which is unlikely. Rent control will be continued 
and probably tightened. Armament expenditures 
will continue; since no one now believes any 
statement our potential enemies make. 


HOUSE CONSTRUCTION is generally considered 
to be in a strong position; since even at high build- 
ing rates it'll take five years or more to lick the 
housing deficit. However, it’s clear that houses will 
no longer sell themselves; also that competition is 
coming back. The year set off at high levels and 
total starts for the first ten months are well ahead 
of the ‘47 record. But the October starts fell 22,000 
below the October, ‘47, figures. 


HOUSING SUPPLY AND DEMAND, says the Pres- 
ident of the National Association of Real Estate 
Boards, may be closer to a balance than most per- 
sons think. It doesn't mean that house building is 
at an end; merely that some new salesmanship 
should be broken out. Veterans Administration says 
fewer GI's are building or buying. They still want 
houses but get hung up on the hook of financing. 


THE BASIC POINT RULING of the FTC, which as 
interpreted by the Supreme Court knocked out the 
long-established pricing system of the cement in- 
dustry, is going to be a loud issue in the next Con- 
gress. Most small business men appearing before 
the Senate subcommittee expressed the hope that 
f. o. b. pricing would not become mandatory. 
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75-Year Old American Lumberman 
Celebrates Move to New Offices 


On November 11, American Lumberman and Building Prod- 
ucts Merchandiser, leading trade paper in the lumber dealer 
and building products field, occupied brand new offices that 
take up the twentieth floor at 139 N. Clark street, Chicago, and 
at the same time celebrated its 75th anniversary. 

Herbert A. Vance, publisher (pictured at his desk in upper 
right hand photo) entertained employes, their families and 
friends of the magazine at an open house in the new offices 
from four to six on Armistice day. Cocktails and hors d’oeuvres 
were served. Music was provided by a strolling accordionist. 
The offices were profusely decorated with flowers sent by the 
magazine’s friends. 


After the open house, Mr. Vance invited the magazine’s em- 
ployes and their immediate families to an elaborate buffet sup- 
per at the Union League Club. 


The acquisition of the new offices is another move in the 
continuing effort of Vance Publishing Corp. to give retail build- 
ing products dealers the best possible information and service 
available to the industry. 


Retail dealers, manufacturer’s representatives in the building 
field and those generally concerned with the advancement of 
the building industry are cordially invited to visit AL&BPM’s 
new offices whenever they are in Chicago. 


. has served the LUMBER INDUSTRY exclusively for 
more than 43 Years with FIRE AND ALLIED INSURANCE 
COVERAGES ...and FIRE PREVENTION SERVICES 








Inquiries Invited 
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SUILDING Propucts MERCHANDISER 


LET'S STOP HIBERNATING! 


That Slump in Winter Time Sales Can be Prevented 


We are creatures of habit. 


Every year as the fall moves into winter, man- 
agement in most of the retail lumber and build- 
ing material establishments in the cold and cool 
climates accepts a decline in sales volume as 
inevitable. 

Contractors, mechanics and their suppliers 
generally slow down their activities and the 
light construction industry enters a period of 
lethargy and somnolence. 


During the months of December, January, 
February and part of March, the sales figures of 
these dealers slump from 30 to 40 percent below 
average months and as much as 70 percent be- 
low the peak months of May and October. Many 
have to use red ink in their monthly trial bal- 
ances. 

This historical phenomenon is a weather in- 
spired habit and is almost totally unnecessary. 


As a matter of fact, the winter time can be as 
productive and profitable as any other season of 
the year for the creative retail sales manager 
who will break with tradition. 

It requires simply the shifting of emphasis 
from new construction to structural improve- 
ment markets and the turning on of the power 
of creative merchandising. 

Fifty-five percent of all structural improve- 
ments are made to the interior of buildings 
where work need not be interrupted by weather. 

Remodeled kitchens and bathrooms, base- 
ment and .attic rooms, new floors, walls and 
ceilings, insulation, waste space utilization and 
a score of other types of jobs can be sold and 
delivered in the winter time better than any 
other time of the year. 


Supplies are more plentiful and easier to get; 
more labor is available at more reasonable 
prices; property owners stay home more and 
are not only more available for creative selling 
but are more conscious of the need for struc- 
tural improvements. 


Finance companies needing volume will take 





more pains in their investigations and will cre- 
atively assist in stimulating sales volume. 


With the tremendous dammed-up need for re- 
modeling and improvements there is no reason 
why all available mechanics cannot be kept 
busy through creative selling. 


But these are not the only fields for winter- 
time sales promotion by dealers. 


The winter months are the ideal months for 
the sale of appliances, tools, hardware special- 
ties and ready-to-use conveniences for home and 
farm. 


Other retailers on main street experience 
lessened sales and thereby afford an opportunity 
for the wide-awake dealer to solicit store and 
shop modernization business. 


Salesmen who might be idle otherwise can be 
sent from property to property surveying needs 
and planting seeds which will lead to sales. 


The Christmas season presents a sales oppor- 
tunity for dealers that has scarcely been 
scratched. 


Most of the consumer items sold by lumber 
and building products merchants, including the 
new home itself, make most satisfactory pres- 
ents for practical minded givers and receivers. 


All told, winter merchandising presents a cre- 
ative challenge with all of the potentialities of 
a new market. . 

The enterprising dealer should take advan- 
tage now of the many current potentialities and 
say of this winter’s slump, “It ain’t necessarily 


so!” 


EDITOR. 
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Dealer calls on AMERCAN LUMBERMAN‘S 
wide experience and practical know-how to 
design modern sales area for extensive 
range of building products and household 
appliances 


TT’ HE GRAND OPENING of the new offices and 
display room of the Capitol Lumber Company, 
Chicago, on October 16, also marks a new milestone in 
the service of AMERICAN LUMBERMAN to its readers. 
For many years this publication has been recog- 
nized in the retail building material field as the au- 


thoritative clearing house for information about build- 
ing products merchandising. Now, the vast experience 
in this phase of the field has been specifically applied 
to the design, layout, and arrangement of a particular 
store, resulting from a study of the problems and ob- 
jectives of a particular dealer. 

Several months ago, the Capitol Lumber Company 
requested that AMERICAN LUMBERMAN supply any 
possible help in the planning of Capitol’s new office 
and store. This dealer had enjoyed a healthy, substan- 
tial growth in his 12 years of operation, during which 
he had specialized almost exclusively in supplying 
materials for new and industrial construction. 

SITUATED a block from a major Chicago artery in 
a predominately residential community, he recognized 


COMPLETE working drawings of all fixtures, developed by American LUMBERMAN, combined 
the essential elements of simplicity, economy, and effective merchandise display. 
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Merchandising 





the possibility of supplementing his volume with con- 
sumer business. So he purchased the entire block 
frontage on the main street, nearest the yard, and 
erected the first section of what can later be a tre- 
mendous building material and home supply center. 

Immediately, several important questions arose. 
What additional lines should be taken on? How much 
space should be allotted to each product? How should 
arrangement and display be best utilized to make the 
most of limited space? 


k 
F 


& 


COMPLETE DETAILED DRAWINGS 
THE first step was to draw up and submit a proposed 
floor plan, together with a complete set of sketches to 
show how the finished store room would appear. When 


TERME T © 
Nhe BRE Met ig 


ALL fixtures and displays were designed after the floorplan 

was drawn. Space was allocated to insure a flow of traffic 

through the sales area, and to give all merchandise maximum 
visibility. 
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DETAILS — HARDWARE CABINET 
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WITH an attractive store, the Capitol Lumber Company provides 
the first prerequisite for successful consumer merchandising. 





THE old yard and sheds will still be used for material storage, 
and for servicing contractor customers. All displays, however, 
and small item storage, are contained in the new building. 


this was approved, complete detailed drawings of each 
fixture were drawn, utilizing materials that the dealer 
had in stock, and avoiding any complex assembly de- 
tails that would complicate construction. 


Not having a cabinet shop, the dealer employed a 
neighborhood craftsman to build the fixtures. On a 
time and materials basis, the entire job was completed 
quickly and at minimum cost. While knotty pine was 
used extensively, both for wall covering and in the 
display fixtures’ themselves, the layout was carefully 
made to avoid detracting from the merchandise. The 
paneling serves to provide supplemental attractiveness 
to the materials exhibited. 


Arrangements presented something of a problem. 
The size of the room, and the variety of merchandise 
to be displayed, made necessary the use of all wall 
space. It was also desirable to have the sales counter 
at the rear. 


The paint rack was placed behind the counter, but 
it was so designed and arranged as to avoid the ap- 
pearance of being cut-off from the customer. The illus- 
tration of this display clearly shows how accessible the 
cans of paint are. 


All other wall displays, and center islands, were 
designed to give each item of merchandise clear visi- 
bility, and to put it at the customer’s finger tips. 


HOME APPLIANCES ADDED 


THE advantage of good location made the addition 
of a line of home appliances advisable; so open floor 
space was provided for display of these items. When 
they are moved to the front as a window display, spe- 
cial store sleds are used. These were designed and built 
to raise the appliances slightly above floor level. This 
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EVEN though the paint display is placed behind the sales counter, left, there is no appearance 
of being cut-off from the rest of the store. Note the drawing power exerted by the tool 
display, right. Storage space for additional inventory is provided in the cabinet below. This 
same feature is also employed in the hardware and home supplies shelves. 







not only makes massive merchandise more interesting, 
but adds visibility from the outside. 

There is nothing static in the store area. It is pos- 
sible to shift the arrangement at any time, in the 
event seasonal or special merchandising programs 
require it. 







A CONSUMER SALES PROGRAM 

THE company realizes, however, that consumer sell- 
ing involves new application of old fundamentals; that 
a new, modern store is only one step toward success- 
ful consumer selling. Advertising and promotional 
activities are being geared to the new operations. 

Of primary importance is the fact that the entire 
project was thoroughly planned in advance. Since 
the consumer field is new to the company, Capitol has 
assumed in this initial step only as much of the long 
range program as it can adequately handle now. It 
feels that a steadily progressive program is better 
than a rapid expansion that might be difficult to keep 
in balance. In the meantime, the present facilities 


f3 
offer an efficient and attractive shopping center STAPLE building materials are given prominent display. Note |~ 


where future experience will dictate the next step the effective roofing panels, each slightly tilted to add a realistic 
appearance. No difficulty for the customer to visualize how 


forward. his new roof will look. 

























APPLIANCES and kitchen cabinets, new lines for Capitol, add a dramatic touch to the overall 
layout. The ladies began to come in early on opening day, a good indication that these lines 
will provide their full share of new business volume. 
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Service 
Sells 
Appliances 


C USTOMERS WHO BUY appliances 

from the Geo. C. Wright 
Lumber Co., Altus, Okla., get a 
bonus in special services. Not only 
are company salesmen qualified by 
attending special schools sponsored 
by manufacturers and distributors, 
but the appliance service depart- 
ment is equipped to service every 
part of every appliance. 


















































COMPLETE MEALS are prepared 
in the model kitchen shown above. 
Three appliance salesmen in action. 





As a super-service to appliance 
buyers, the store has a home serv- 
ice director on its staff, Jonna 
Upfold, who is trained to show how 
each piece of equipment can be used 
to the greatest advantage. She not 
only demonstrates ironers, stoves 
and other appliances in the store, 
but also goes to the housewife’s own 
home to make sure that she is 
using the appliance most efficiently. 





JONNA UPFOLD, home service 


director, demonstrates an ironer. 





The store is equipped with a 
complete kitchen where meals 
can be prepared and served to 
prospective buyers of kitchen 
ranges, refrigerators and home 
freeze units. The store’s kitchen 
equipment also includes a complete 
automatic laundry—washer, ironer, 
dryer—arranged ‘so that customers 
can relax and be entertained while 
the equipment is being demon- 
strated. 

Walter H. Hinton, president of 
‘he company, sells only nationally- 
advertised lines of appliances, both 
eas and electric. Todd Little is 
ionager of the appliance depart- 
ment. Three outside salesmen 
make this one of the busiest of the 
‘ompany’s seven major depart- 


its 








‘ODD LITTLE, manager, appliance 
‘epartment, is happy over the manu- 
‘acturer’s helps that make it easier 
for him to sell automatic washers. 
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FISHING equipment is the most impor- 

tant item in the sporting goods depart- 

ment. A prospect seems interested in the 

rod. Mr. Rorabacher (left above) is 
holding the net. 


SPORTING goods department, right, 

does a tremendous business in hunting, 

fishing. skiing, golf, baseball and miscel- 
laneous sporting equipment. 





ENTER 


Rorabacher's 
LARGE 
BUCK 

CONTEST 


PRIZES CIVEN FOR 
THE HEAVIEST 
BUCK 


SIMPLE RULES 
er at our store before Nov. 15: be @ resident of Michigan. 
official weigh slip signed by weigh master and two wit- 
be im before Dec. 10th. 
FIRST PRIZE 
Soo Woolen Hunting Coat With Pants and Cap 


Value $45.00 


SECOND PRIZE 
Soo Woolen Hunting Coat With Pants and Cap 
Value $35.00 


Rorabachers 


9191 Main St. 
Open Wed. and Sat. evenings antil 900 


Phone 3461 











HUNTING and fishing contests win 
friends and free publicity. 


CIRCULAR islands and shelves built 


around posts dramatize sales items. 


50 


TAP YOUR 
MARKET 


OW DOES ONE small-town dealer 
manage to do so much better 
than another? 

One answer is that the success- 
ful dealer analyzes his market. He 
knows what products and services 
he can sell that no one else is sell- 
ing and how he can sell them better. 

Albert Rorabacher, owner of the 
Whitmore Lake Lumber & Supply 
Co., Whitmore Lake, Mich., is a 
good example. In 1935 Whitmore 
keake was a hamlet of 500 people; 
today the population is approx- 
imately 3,000. When Mr. Rora- 
bacher took over the company 
which now bears his name, it was 
handling nothing but basic build- 
ing materials. That was three years 
ago. Today the Rorabacher or- 
ganization is selling everything 


concerning a house from plans to 
appliances. 

Mr. Rorabacher, himself a res- 
idential contractor until he took 
over the new business three years 
ago, knows the problems of the 
home owner and the contractor 
first hand. He can adapt basic 
house plans or sketch some to suit 
the prospective builder. 

In 1935 Whitmore Lake was 
primarily a summer settlement. 
When new residential building all 
but came to a standstill under OPA, 
scores of summer cottages were 
winterized for year-around oc- 
cupancy. The Whitmore Lake Lum- 
ber & Supply Co. became an im- 
portant supply factor. It has grad- 
ually expanded its lines to include 
an extensive sporting goods de- 


ELECTRICAL and plumbing fixture line is being expanded. Neat wall display of 
carpenter’s tools and builders’ hardware in the rear. 
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Albert Rorabacher reorgan- 

ized a very average small- 

town lumber yard into a sub- 

stantial operation. He found 

out that people will buy a lot 

of things if you give them half 
a chance 


partment; a complete line of ap- 
pliances; a smart gift-shop nook; 
hundreds of toys—all in addition 
to builders’ hardware; plumbing 
and electrical goods; carpenters’ 
tools and the usual building mate- 
rials. 

Large plate glass windows, taste- 
fully decorated, attract thousands 
of summer and year-around shop- 
pers. The islands and shelves in- 
side are stocked with literally thou- 
sands of items. The appliance sec- 
tion includes electric stoves, hot 
water heaters, refrigerators, bath- 
room scales, radios, waffle irons 
and small appliances. The gift shop 
carries a wide selection of all- 
occasion gifts—glassware, silver- 
ware, lamps, greeting cards, cups 
and saucers (especially for collec- 
tors). 

SPORTING GOODS SELL» WELL 


Sporting goods is a major depart- 
ment at Rorabacher’s. Since the 
majority of contractors are also 
hunters and fishermen, Mr. Rora- 
bacher and his son, Robert, have 
emphasized fishing and hunting 
equipment. Sales items for fisher- 
men include collapsible ice fishing 
shanties and stoves, nets, outboard 
motors, hip boots, lines, reels, 
fishing baskets—everything needed 
for inland fishing. 


Although equipment for nearly 
all sports—golf, skating, skiing, 





NDED shelf is part of the program 
to utilize all sales space. 
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baseball, tennis, etc.—is sold at 


Rorabacher’s, fishing equipment 
tops all others in sales. Single 
sales have sometimes reached $70. 
Hunting and fishing licences are 
sold at the store—the sportsman 
is not obliged to buy any equipment 
when he buys his license. 


Rorabacher’s offers prizes of 
sporting equipment for the largest 
buck and the largest fish caught. 
It is necessary to register at the 
store to qualify. The contest is 
widely advertised and the resulting 
free publicity has proved more 
than profitable. When materials 
were available the Rorabacher 
shop could build two fishing boats 
per day. 


The wide variety of items carried 
is indicated by the following list: 
wash tubs, mail boxes, flashlights, 
garden hose, lawn _— sprinklers, 
clothes hampers, rope, _ electric 
drills and motors, insulated picnic 
boxes and hundreds of toys ranging 
from electric trains to chemistry 
sets and dolls. 


An excellent sale of toys extends 
beyond the Christmas season. Since 
thousands of football fans pass 
through Whitmore Lake en route 
to University of Michigan football 
games, it was decided to keep the 
store open until 9 p.m. on Satur- 
days. Many football fans, returning 


PEDESTRIANS and motorists find the 
large open windows and the lawn display 
an inducement to stop and look around. 


home, stop at Rorabacher’s to pick 
up a toy to take back home. The 
store is also open until 9 p.m. 
Wednesday nights and every night 
in December. 

RORABACHER’S is expanding its 
electrical and plumbing fixture 





TOYS are a profitable line as well as a 
traffic builder at Rorabacher’s. 


lines. Servicing and _ installation 
are handled by a man outside the 
Rorabacher organization. The store 
handles floor furnaces but no 
larger heating units because of the 
installation problem. Since wells 
provide the chief water supply, 
(Turn to page 88) 





GIFT nook attractively displays wide variety of all-occasion gifts. A saleslady is 
responsible for building volume in this department. 
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ED WILLIAMS 
(left) of W. E. 
Thomas Lumber 
Co. and Tom 
Houge, manufac- 
turer’s salesman. 
They pool their 
selling talents to 
make a major 
sale that is free 
of competition 
and price cutting, 
and leaves the 
customer happy 
and satisfied with 
his purchase. 





Your AL&BPM reporter is a silent observer 
as hard-working manufacturer's salesman 
and alert local dealer cooperate to make a 
competition-free sale to farmer. Price is no 
object 


_ OM HOUGE, district salesman for a company 
that manufactures laminated rafters for farm 
buildings, pulled his car to a stop near the kitchen 
door of the comfortable looking, well kept farm house. 
Ed Williams, manager of Lake Crystal yard of the 
W. E. Thomas Lumber Co. twisted around in his 
seat beside Tom and looked at the house. 

“They’re still into lunch,” he figured. “He'll prob- 
ably want this overhead grainery and corn crib to 
measure 27x44”, 

“Like I was saying,” Ed continued, “this fellow’s 
had time to look around. He oughta be ripe now and 
we want to sign him up before the competition gets 
to him on price. We’ll just sell the framing now. 
The cement and other stuff will come along later.” 

PLANNING SALE 

“Best pressure to put on this fellow,” Ed said half 
to himself, “is getting his rafters here early before 
your plant gets into the spring rush of business. He 
likes to be all planned out and organized ahead of 
time.” 

“Uhuh,” Tom grunted, holding the stub of his 
chewed up cigar between his compressed lips. 

“Here he comes now,” Ed said, at the sound of the 
kitchen door opening. He squirmed out of the car 
and greeted the slim, alert man in cleaned, washed 
overalls, who came toward the ear. 

Ed shook hands. “Guess you’ve met Tom Houge, 
the rafter man. Tom, meet Pete Johnson.” 

Johnson reached in the car to shake hands with Tom. 

Ed Williams said, “We can sit right here in the 
ear and talk.”” But Johnson said, “No come inside 
where we can figure around the table.” 

TIP OFF TO SALE 

TOM AND ED expected to be invited in, but the way 
Johnson mentioned figuring tipped off he was inter- 
ested in talking business. They followed him through 
the kitchen into dining room, where Johnson pushed 
back the table cloth. He and Tom sat up to the table, 
but Ed William took a chair back near the window. 


52 


THE finished building will look like this. It is the attrac- 
tive, satisfactory conclusion to a job of creative selling and 
profitable cooperation between dealer and the manufacturer’s 

salesman. 


“Ed was saying, coming out, you were thinking of 
a 13 foot driveway?” Tom questioned Johnson. 

“Well,” Johnson said, “I want room in the driveway 
for the elevator equipment and still be able to drive a 
wagon through.” 

“No reason to buy that extra two feet of building,” 
Tom told him. “With an eleven foot drive you just 
put the elevator to one side in the crib instead of 
leaving it out in driveway. That way you can put 
the pulley and machinery close to the wall and have 
plenty of room for a wagon.” Tom dug around in his 
brief case. “Just a minute,” he said. “I’ll show you 
how it works.” 

WHILE Tom got out his papers, Ed picked up the 
reins. “Seems to me Nordlin over east of town built 
his crib that way and has lots of room with an eleven 
foot drive.” Ed knew damn well Nordlin’s crib was 
built that way but he wanted to give Johnson a chance 
to talk. 


“T was over there to Nordlin’s last week,” John-- 


son admitted. “It’s a nice looking crib. I like it fine.” 

Tom Houge threw an appraising glance at Pete 
Johnson. Lucky they had not tried to sell him a 13 
foot driveway, when the man knew he didn’t need one. 
Tom knew the typical farmer has a wary eye out for 
the super salesman. Consequently he had built his 
territory and reputation on the practice of knowing 
the farmer’s building problems and never selling 
a farmer more building than he needed and could 
afford. 

DETAILED SELLING COUNTS 


Tom spread out a floor plan-on the table and went © 


through the routine of showing Johnson with fig- 
ures that the eleven foot driveway would meet his 
requirement. Then, using a cross-section drawing; 
he showed that the all important. cross bracing and 
joists would be included in factory produced list of 


Roane 
pie 





material. He dwelt on the engineered use of split ring 


and bolt connections. He left very little to Johnson’s 
imagination, but used drawings and photographs t0 
explain everything he described. 

When Tom finished by telling his prospect he would 


be buying a high quality, engineered product that the | 
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at Work 


company guaranteed, Johnson sat a few minutes and 
\ pondered what Tom had said. At last he pushed a 
piece of paper at Tom. 
BACKGROUND KNOWLEDGE 

“THAT’S some questions the elevator company wants 
answered. Can you fill them out for me?” 

Tom looked at the questions. They were concerned 
with the critical dimensions of building so that the 
right sized elevator could be shipped. Tom had stopped 
by the elevator company’s office long ago and found 
out just how to answer the questions. 

“T guess I can fill these answers out okey,” he told 
Johnson. 

“Well, then; how much are these rafters going to 
cost me?” Johnson asked. 

“Tom can figure that out in a few minutes time,” 
Ed Williams said. Houge shifted his position at the 
table where he had elbow room and where Johnson 





attrac: could not read his figures. He began jotting down 
ig and material lists and prices. 
‘turer's 
SERVICES OFFERED 
WHILE Tom figured, Ed brought the conversation 
ng of around to carpenters. He suggested a good man who 
knew just how to erect these buildings and he agreed 
yveway to speak to the carpenter about doing Johnson’s job. 
rive a Then he talked crops and neighborhood gossip. 
When Tom had his list and price ready he laid the 
ding,” paper down so that Johnson could see the list of 
1 just material. But he was careful to lay one hand across 
ad of the price at the bottom of the page. He took a pencil 
n put and checked all of the items that would be included: 
i have the rafters, joists, bracing, the cupola framing, all 
in his the bolts and split ring connectors. 
w you SALES CLINCHERS 
“AND the price includes delivery right here to your 
up the farm,” Tom concluded. “By buying now, the plant 
n built * can make the rafters this winter and deliver them 
eleven "here before spring building time,” he added, drawing — 
ib waS (| his hand back from the price. 7 
chance te Johnson looked at the price, then at the long list 
' of materials he would receive, delivered right to the 
John- > farm. Tom enumerated briefly the other materials: 
t fine. i cement, roofing, and so forth that Johnson would buy 





m a 13 “Well, you fill out the paper for the elevator com- 
ed one. pany,” Johnson said, reaching for Tom’s pen to sign 
out for the order book. 

1ilt his 
nowing 


t Pete i from Ed Williams when it came time to build. 
$a 
é 


“FOLLOW THROUGH” 
BY NOW Tom had built up the same feeling of con- 





selling " fidence that Johnson already felt for his neighbor, 

d could a Ed Williams. Johnson asked Tom and Ed to inspect 
iS the proposed site of the corn crib and grainery. Tom 
{ got down and sighted the ground, then suggested a 

id went ig cement gutter along the high side to prevent water 

ith fig: ©) ‘rom running in the building. His “follow-through” 

ieet his ' interest after the order was signed made him an 

rawing, § ‘terested friend as well as a helpful salesman. 

ing and . After dropping Ed Williams at the yard, Tom 

| list of F explained the why for of his follow through. 

lit ring “You noticed Johnson had been over to see Nordlin’s 


ohnson’s HM rib. Nordlin did the real selling for us. That’s be- 






‘aphs 0 cause Ed Williams followed up after the sale. He 
ent out during construction to make sure all the 
e would naterials were in good condition. He went after 






that the | the building was finished to see that Nordlin was 
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HOUGE AND WILLIAMS used this picture to show ease 
with which factory fitted pieces go together. All pieces in pic- 
ture are formed, cut and drilled at plant. Farmer cannot shop 
for competitive lumber prices because factory operations have 

changed raw dimension into finished, packaged product. 


satisfied. I’ve been out a couple of times since with 
Ed to see Nordlin. It takes a few minutes time, 
but now Nordlin goes all out to help us sell— be- 
cause he is sold. By the time we’re through, we’ll 
have Johnson working for us too.” 

“The fact you were selling the framing all fabri- 
cated ready to put together struck me as a big sales 
wedge,” I commented. 


SELLING STRONG POINTS 
“AH,” said -Tom. “One of my favorite subjects. 
Our company decided to supply all the structural 
bracing because country carpenters often didn’t do 


' a proper bracing job. When the grain pushed out 


the sidewalls,;-our laminated rafters got the blame. 
Now we can guarantee our rafters will stand perfectly, 
but the important point in the prospect’s mind is the 
fact he is getting a package of goods all ready to 
use. Just like he buys a tractor or a pump for his 
water system. You noticed how pleased Johnson 
was when I showed him a picture of the framing, 
and explained he got all the pieces cut and drilled 
ready to put together. You’re right. Our framing 
is packaged selling. And it’s a real sales lever.” 

Tom pointed out a farm completely equipped with 
buildings he and Ed Williams had sold. 

“That’s another point,” I said. “Do you have to get 
out to help sell every job?” 


COOPERATION PAYS OFF 

“TI SHOULD say not,” Tom answered. “Many of my 
dealers can figure and sell laminated framing as well 
as I, and Ed Williams is one of the smartest and best. 
But an alert local dealer, and a salesman who knows 
his product, make a team that’s hard for any prospect 
to turn down. There’s no substitute for being out on 
the job.” 

After seeing how Tom Houge’s intimate knowledge 
of his product in action, coupled with Ed William’s 
intelligent direction of the overall campaign, had re- 
sulted in a profitable, competition-free sale, I knew 
what he meant. : 
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News of National Interest from Organized Dealer Groups 





Public Relation Award Winners, left to 
right, Mr. and Mrs. Floyd Pendelton, 
McComb, Ohio; Don Sterner, Sterner 
Coal & Lumber Co., Belmar, N. J.; 
Arthur Clifford, A. W. Burritt Co., 
Bridgeport; Ed R. Henry, Tulsa Lumber- 
men’s Assn.; Joe Grossman, L. Grossman 
Sons Inc., Quincy, Mass., H. L. Stokely, 
pres., Lumbermen’s Assn. of Texas who 
received the Class III award on behalf of 
Richards & Krueger Co., New Braunfels, 
Texas, not present, and at extreme right, 
Stanley Horn. 





NEWLY APPOINTED 


REGINALD W. HOLT, recently ap- 
pointed Secretary-Manager of the New 
York Lumber Trade Association, is a well 
known figure in New York lumber circles. 
Before assuming his new duties, he was 
for many years a field representative for 
the Northeastern Lumbermen’s Associa- 
tion. 
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THE Carolina Lumber & Building Supply Association sent along this picture of the | 
graduating class in the second Short-Course for young men in the building materials 


business to be completed at North Carolina State College. The course covers a wide 


range of subjects from accounting to estimating. The graduates all expressed the belief 
the course equipped them to do a better, more progressive job for their respective 
employes. A third course is already being planned. 





HOO-HOO MARCHES 


Stanton reports drive for 
new members is continuing 


LeRoy Stanton, Snark of the 
Universe, reports that new mem- 
bers are being enrolled in Hoo-Hoo 
in every corner of the country. Last 
reports come from the South, where 
Stanton, abetted by Marvin D. 
Turnage, initiated 21 kittens at 
Memphis, and got a fine new club 
under way at Little Rock, Ark. 


The Snark says both groups show 
great enthusiasm. He expects other 
clubs to fan out as these new 
groups lead the way in their respec- 
tive territories. 


SWAN SONG 


C. B. SWEET, new president o 
NRLDA, Ed Libbey, Director of Educe 
tion, and Cotton Northup, Secretary 
manager (all seated), listen attentively 4! 
Norm Mason, retiring president, cha 
lenges the nation’s retail lumber dealer 
to meet the desires and needs of the 
public of America while preserving the 
spirit of initiative which has made 
America great. 
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SKETCHING and photography are 
hobbies of Wayne R. Bolan. 


AKING RUN-DOWN property 
and turning it into attractive 
building materials stores is a spe- 
cialty of Wayne R. Bolan, Wichita, 
Kans. After 20 years experience 
in various yards in the southwest, 
Mr. Bolan built his Wichita yard 
in 1941. 

Before - and -after photos show 
what he did with dilapidated prop- 
erty in Mulvane and Larned, Kans. 
The Larned operation, the second 
opened by Mr. Bolan, was former- 
ly an. automobile service station; 
the Mulvane yard was a down-at- 
the-heels operation when Mr. Bolan 
took it over for remodeling. 

All the yards have white stucco 


Starting from Scratch 


Kansas dealer turns broken-down property 
into good-looking building materials stores 


WICHITA yard 
is located six 
blocks from main 
shopping district. 


fronts and the same general archi- 
tectural design. The Wichita yard 
carries general building materials, 
featuring service to the little man. 
Hardware, plumbing and _ appli- 
ances are specialties of the Mul- 
vane yard. Furnishing materials 
for repair and maintenance work 
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as well as new homes are basic 
services performed by all the Bo- 
lan-operated yards. 

A high percentage of Bolan per- 
sonnel are former yard managers. 
“They understand the customers’ 
problems and accept responsibil- 
ity,” explains Mr. Bolan. 


IN Mulvane, attractive store was built on site of run- 
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Industry Training Center 


Courses at City College of New York are 
geared to meet the needs of the industry 





This is the sixth in a series of exclusive 

articles on the status of light construc- 

tion courses in leading American uni- 
versities. 





By ROBERT A. LOVE 


HE BUSINESS INDUSTRY 

programs of the School of 
Business at the City College of 
New York undertaken through a 
Building Industry Training Center, 
prepare new recruits for the in- 
dustry and provide the means for 
developing present employes and 
junior executives. 

Content has been drawn from 
our Division’s several hundred 
business courses, but it is invari- 
ably pointed up to the specific needs 
of the lumber dealer and building 
trades employer. Because the 
courses were developed without the 
restrictions of degree require- 
ments, it was possible to gear them 
to the needs of the industry as 
these needs were learned directly 
from key: men in the industry. The 
Building Industry Training Center 
places the facilities of the college 
at the service of people already in 
the industry and of those preparing 
for immediate jobs in it. 


FOUR TYPES OF PROGRAMS 


THE Center’s programs fall into 
four types: 


1. The introductory survey type, 
designed to equip engineers rapidly 
for effective functioning in the in- 
dustry. This type is represented 
by the program, Marketing and 
Management in Housing and Light 
Construction. This program has 
the specific sponsorship of key 
groups, in this case the National 
Retail Lumber Dealers Association 
and the three local dealer associa- 
tions in the region. 

This is a 450-hour program offer- 
ing a good basic training in prod- 
uct subjects and in the work of the 
marketing and management depart- 
ments. It is a much broader pro- 
gram than the 30-day course. Great 
emphasis is placed on developing 
practical understanding. Business- 
men do all the teaching and the 
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DR. ROBERT A. LOVE, Director, The 

Evening and Extension Division, School 

of Business, The City College of New 
York. 


leading companies cooperate by 
supplying experts and exhibits. 
For the person entering the 
building materials field, it sup- 
plies a general understanding of 
the characteristics and customer 
uses of the products; a survey 
of construction subjects, such as 
blueprint reading, design and lay- 
out, estimating, mathematics in 
construction, and job layout; and 
practice in such business func- 


vee, 


Fe — 
4° 


\ 


if 


BASIC knowledge of industry methods 

is taught in all courses. Here a lecturer 

illustrates a point to a retail lumber 
class. 


tion as advertising, salesmanship, 
purchasing and pricing. Executives 
tell us that the graduates step into 
the sales, estimating or administra- 
tive branches of the light construc- 
tion industry with a better grasp of 
the basic operations than the aver- 
age beginner would obtain in from 
two to five years on a job. 


So clearly did training fit the in- 
dustry needs that wholesale and re- 
tail yards and manufacturing, con- 
tracting and architectural firms be- 
gan hiring the trainees before 
graduation. Because it appeals 
both to job seekers and men and 
women out to advance careers 
through existing jobs, the program 
is made available both in concen- 
trated day sessions of 15 weeks and 
evening sessions of 30 weeks. It is 
soon to be offered for the second 
time. 


2. Advancement programs for 
persons already started in a field. 
First of this type was the program 
for personnel in the retail lumber 
and building materials yards. This 
is a 150-hour program based on the 
course initiated by the National 
Retail Lumber Dealers Association 
to remedy the serious shortage of 
yard personnel. It is given under 
the sponsorship of the national and 
the three local associations. Started 
in March 1947, it is designed as 
developmental training for men and 


women who already have a basic || 
familiarity with yard operations. It [7 


increases the thoroughness of their 
product knowledge and improves 
their skills in such work as estimat- 
ing, consumer selling, and other 
business activities. 
already being given for its sixth 
time, has drawn its enrollment al- 7 
most entirely from among em 7 
ployes, or in some cases owners, of 
some 50 of the yards in the metro- 
politan area. Significant of the re 
gard for the training is the fact 


that some firms have sent as many 9 


as five and six men. 


3. Programs to develop special- 
ists. The Center’s pilot program of 
this type is designed to develop 
junior consultants in architectural 
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THE CASE OF THE 


CASEMENT 
OPERATOR 


(From GETTY File No. 4715) 

















“An open-and- 
shut case” 


.. remarked the Inspector, 
carefully wiping the finger 
prints off the window sill. 
“There was no reason for 
complaint here.” 


























Naturally, there’s no reason for complaint if Getty Casement 
Window Operators are used. But what of the times when 
winter’s wind rattled the casements all night, when summer's 
humidity made them stick, when Junior playfully stripped 
the teeth? Your reputation—and your dealer's—is safe if 
you specify Getty. Getty No. 4715 Casement Operators 
are a lifetime proposition: install 'em and forget ‘em! 

® No sticking (working parts lubricated at the factory) 

® No binding (teeth are machined to accurately fit the worm) 

® No rusting (channel and arm are thoroughly rust-proofed) 

® No stripping (teeth of cold rolled steel are integral with arm) 

® No rattling (arm button is positively locked in channel) 

® No trouble to install 

® No complaints from your customers 

* AND—no effort... the same ease of operation year after year 
Getty experience in building casement operators for over 
& quarter of a century is your guarantee of expert design, 


fine workmanship, lifetime construction. Write for Catalog E 
today: 


HM. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
ANNE. MRR RRR 
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Rock-Hard Putty Elastic Arm-Glaze 





































Glaze your sash with E-L-A-S-T-I-C Arm-Glaze 
and you, too, can (1) put an end to expensive 
reconditioning, and (2) eliminate production 
time losses. 

Arm-Glaze takes an initial “set” immediately 
after application. Arm-Glaze’d sash can be 
shipped AT ONCE, and without risk of costly 
reconditioning. 


Unlike putty, this amazing compound retains 
its oil—withstands years of weathering without 
cracking or crumbling. 


Ht Oun Expense-MAKE THIS 
CONVINCING Arin-Glaze TEST 


Write today for FREE Arm-Glaze sample, then: 
Apply putty to one sash and Arm-Glaze to another, 
after which give both a ride over the roughest roads 
in your vicinity. When your driver returns, note how 
tenis Arm-Glaze (thanks to its quick 


Beto tst 


Ba ons 





“*set’’) has kept its bond... . how 
pent si putty has ‘‘fallen down"’ on the job. 
SELL “ nee This or any other’ test you 

“gg” 3 care to make will prove the 
superiority and economy of 

Companion Product Arm-Glaze’d sash! 
Armstrong’s No. 33 


Glazing rompound mer | TYPICAL USERS OF Arm=-Glaze 


cg a 9 og Mey Rockwell Mfg. Co. . . .2!/p years 
Sak es ae Chicago & Riverdale. . ..9; years 
rite Bh Ta Bosman & Casson. /. ....6 years 
small glazing Jobs, re | EA Nord Co... .... 2 years 
ange ye Bg Pacific Mutual Door . . . 8 years 











COMPANY 


4065 So. LaSalle St. 241 So. Post Ave. 319 So. Crowdus St. 
Chicago Detroit Dallas 


hardware. This program was 
sought by the American Society of 
Architectural Hardware Consult- 
ants for eventual use nationally. 
Consultant members of the society, 
distributors, jobbers and manufac- 
turers in 11 states sent their em- 
ployes or advised interested men to 
enroll in the first offering of this 
150-hour program last September. 


4. Programs of the refresher 
type for experienced persons. The 
example here is a program for tile 
contractors, sought and sponsored 
by the Tile Council of America in 
its effort to eliminate a bottleneck 
at the contractor level. This manu- 
facturers’ group, which found its 
centuries-old product losing out to 
new building materials, wished to 
interest the contractors in adopting 
modern aggressive merchandising 
methods. Lasting 25 hours, the 
program consists of a review of 
these methods, ranging from fi- 
nancing by banks to advertising 
and selling. The possibility of a 
course developed in the metropoli- 
tan area being used as a pattern 
for other cities was again illus- 
trated when this program was in- 
troduced in a west coast university 
before the first one had ended here. 


Enrollment in these four types of 
programs, since the opening of the 
first one, a year and a half ago, 
now totals about 285. 


INDUSTRY SIGNIFICANCE 


FROM the experience with our 
programs, reinforced by the experi- 
ence with similar programs in 
other fields, it is possible to draw 
the following observations as to 
their significance to the industry. 

a) The experience demonstrates 
the feasibility of personnel develop- 
ment programs for companies of all 
sizes. The significance of this fact 
will be recognized immediately by 
employers in all branches of the in- 
dustry. It is now well recognized 
that the high-wage, full-employ- 
ment economy to which the coun- 
try is committed, and also the pros- 
pect of greatly increased competi- 
tion for the consumer’s dollar in 
the next few years, make personnel 
development programs a necessity 
in all lines of business. 


Employer confidence in the value 
of such courses is evident in the 
response of dealers, contractors 
and other firms, which have report- 
ed, in the words of one lumber 
yard head, that “graduates on its 
staff now have an excellent founda- 
tion from which to build themselves 
into practical lumbermen.” Even 
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ALL branches of the light construction industry collaborate closely in programs avail- 

able at the City College of New York’s Building Industry Training Center. Here 

Clifford T. Melander, secretary-manager, Atlantic Millwork Institute, demonstrates a 
cut-out medel of a window. 


better proof of this confidence is 
the action of many employers in 
repeatedly sending additional mem- 
bers of their staffs to take the 
courses. 


b) Our experience has demon- 
strated the feasibility of pre-em- 
ployment training as a means of 
bringing capable new personnel in- 
to the industry. It is clear, how- 
ever, that the opportunity for ob- 
taining capable people throws into 
bold relief the responsibility of the 
industry to establish a satisfactory 
system of advancement. Any such 
system must assure satisfactory 
salary levels, a fair system of pro- 
motion, adequate means of meas- 
uring performance—in short, a 
comprehensive plan for recognizing 
and rewarding abilities. 

Our experience has brought out 
another frequently overlooked ad- 
vantage of pre-employment train- 
ing. Employers note that reports 
supplied on an applicant’s pre-em- 
ployment training experience save 
time by enabling the employer to 
put the employe directly into the 
type of work for which he is best 
fitted. Such an evaluation of the 
trainee is possible in our work be- 
cause the entire program is in the 
nature of controlled experience, 
which constantly reveals the 
trainee’s strong points while en- 
abling him to overcome his weak- 
nesses. 


The employe and the industry 
can obviously benefit. The requests 
for personnel indicate that the com- 
panies are ready to receive mature, 
carefully selected people who, as 
short a time as 15 weeks before, 
had reaffirmed their desire to quali- 
fy for a specified job, and who, un- 
der the controlled experience, criti- 
cism, and supervision, have demon- 
strated their skills and abilities in 
specified areas. 

Our experience supports the be- 
lief of farsighted leaders in the in- 
dustry who propose carefully 
worked-out training as a means of 
providing well-equipped personnel 
for the building industry. 


c) The programs have demon- " 


strated both the desirability and © 


the feasibility of a specially de- 

signed course for each particular 
branch of the large and ramified 
light construction industry. For 
each branch, our experience has | 
shown, it is practicable to bring to- FF 
gether in proper balance all the es- | 
sentials of the different manage © 
ment skills upon which a single in- © 
dividual must draw in carrying 00 9 
a specific job. Although not undel- | 


taking to make the individual ex- [9% 
pert in all the activities, the pro- 


gram can nevertheless familiarize | 
him with them sufficiently to enable 
him to deal intelligently with the 
experts. Such an integrated pro 
gram avoids the loss in time often 
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AAPISTAR —_— AND POWER CONVEYORS 


MOVE YOUR STOCK FASTER AT LOWER COST 


Your profit margin will increase if you reduce the time and labor spent 
moving lumber and building materials from car to storage to consumer. 
Rapids-Standard gravity and power conveyor users report savings of 30 
to 70% on handling costs. 





Use low-cost gravity conveyor for the downhill runs, power belt units 
where a boost is needed. Write today! We'll be glad to analyze your 
problem and show you where RapiStan equipment can pay its own way 
by cutting your handling costs. 


THE RAPIDS-STANDARD CO., INC. 


*T.M. 





mintiat ddiaiie iman celts lle at 352 RapiStan Bidg., Grand Rapids 2, Mich. 
Stevedore, Jr.* power belt conveyor carries insulating ° . — one 
blocks directly to the stacking point. Representatives in principal cities 
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e _ Cases of millwork are unloaded with Rapid-Wheel A Rapid P Booster* i 
-equests gravity conveyer. Ouly one conn’ le teauinn teen Si ap ower Booster* takes rolls of insulation ma- Various lengths and widths of finished lumber roll on 
: a al from the freight car, lifts them into storage. . ney’ 
he com- in the car, one more at the point of storage. Again, this is a job for only two men. . car ap the sand ‘wr aie ee 
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articular be @ For more than twenty-five years Gabriel Scaffold Brackets have 
vomited He been reducing builders’ costs by providing scaffold supports where 
s For fs they are wanted without waste of time or material. 

y. has [i Gabriel Scaffold Brackets are light-weight, durable, easily handled. 
nce as iy They are collapsible, take up little room. They can be erected and 
bring to- . removed with equal ease and rapidity. ... Made of rolled steel sections 
ll the es- with brass washers separating all parts to insure easy opening and 
manage | closing. ... Patented automatic locking device holds brackets in either 
ingle in- rigidly open or closed position. . . . Gabriel Scaffold Brackets can be 
rying oD oa and stored as a unit; there are no loose parts that might 
- anda | np: lost. They can be used anywhere from the first floor line to 
try e highest gable... . Available in 4’ 6” length for use on corner of 
idua buildin=. and 3’ 6” length for sidewall use. 
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BRIEL STEEL COMPANY, 13700 SHERWOOD, DETROIT [2,MICHIGAN 


cRMAN © | DING Propucts MERCHANDISER 





spent in taking elaborate courses in 
subjects of which the individual 
will use only a small part. The plan 
has proved so economical in time as 
ee ‘ to cause the 450-hour, 15-week 
to boos? : — 7 programs to be cited as the equiva- 
— — ee it -| lent of the professional training 
é ws a encompassed in a graduate degree 
the *) oe : or scattered through four years of 
: ? q undergraduate work. 
wW . ¢ > d) The success of the programs 
j e ; has demonstrated the feasibility of 
the idea of utilizing the resources 
of large college centers to work out 
pilot courses for introduction } 
throughout the country. The avail- | 
ability of upwards of 700 experi- 
enced instructors in this one Divi- 
sion of the City College alone, all | 
“geen — “a drawn from business and repre- 
of every 3 “Ss ot | ' | senting the immense diversity of | 
eh RS Bs | activities in the New York business | 
ae es - | community, suggests the potentiali- 
house eee —— a ™ | ties of such a plan. In our case we 
can make available our experience | 
in conducting more than 300 
courses covering just about the | 
tial K-Vo s 4 © NC ~ gamut of skills needed for the man- | 
agement phases of modern busi- | 
ness. Trade and other business as- | 
sociations thus might well utilize © 


, \ training centers of this kind to 
Outfitting the closets with launch programs. 


K-VENIENCES gives any house an e) The experience has served to 


” : "oe highlight the basis on which satis- 7 
eye catching, up-to date appeal. Yet factory, economical training pro- B 
the cost is agreeably modest; and grams can be conducted. On the 
the installation is a simple matter oe ee oe 
quired the educational know-how © 

of using a screwdriver. and the intent to train people for Hy 
actual jobs; on the part of the in- | 
: 








K-VENIENCES make the most of any closet dustry there should be assured te | 
space, too, adding maximum efficiency cooperation of the association, the 


& 


. . p companies, key individuals and the 
along with the beauty of their gleaming Poe press. . 


chrome. Scientifically designed, they hold My guess would be that this pat- [i 


clothes properly, save pressing, keep tern will be followed increasingly ' 
‘ ‘ . as the industry recognizes its prob- 
everything in reach, and double closet capacity. lem of personnel development. This il 


. conclusion supplies the point of de |~ 
The complete line of K-VENIENCES closet ecdtunk tee cnieaiiee the cee 


fixtures merits your full attention. Its more generous question as to how the in- 4 
than 40 items provide the right fixture for = on Re ee a 
every need, to fit any size or shape of closet. 4 | 
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Since we are concerned with the Ff 
problem of developing personnel for t 


We will be pleased to send you a the industry, the industry will help |7 


‘ us by helping itself—by analyzing © 
complete catalog upon request. its personnel needs, by designating © 


what training programs are most | 
needed, by determining the most | 





The new ‘‘F'' merchandise display sells K-VENIENCES 
faster and takes only 3 sq. ft. of floor space. E Moig e: 
This door-type panel holds an assortment economical means for attaining the 


of the most popular K-VENIENCES. es ° ° sno out 

Sethe Ger Mieeied diane training objectives, by working 0 
courses of instruction adaptable 

mer 


giving complete information. 3 q 
CSSA a nationwide basis, by developing 
materials for general use. As yol > 


in the industry tackle this majo 


GRAND RAPIDS 4, MICHIGAN PIMOS training job, our facilities are 4 














your service. 
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% Fewer parts in Tubulars mean better performance 
and longer life. Barrows’ new “Tu-Bors” use only five 
working parts in the standard latch, yet have double com- 
pression spring action for smoother, more precise opera- 
tion. All parts are made of basic materials—latch bolts and 
hubs of solid bronze, cases and other parts of tough, long- 
lasting cadmium plated steel. ‘‘Tu-Bors” are unbeatable 
for fast installation, and are available in simplified push- 
button locksets as well as in interior and closet latchsets. 
All of this plus BaRRows’ beautiful trim designs which are 
the sales clinchers that move merchandise and pile up 
profits for Barrows Dealers! 


BARROWS BUILDERS HARDWARE is 
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BRINGS YEAR ROUND PROFITS 
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BETTER SATISFIED— 
RESISTS CRACKING 
AND CHIPPING 


sold everywhere. Call or write your 

a j nearest Barrows distributor for 

this pat- ( *. complete information on 

naly : ‘. Barrows “Tu-Bors” and 

reasin . related hardware items. 
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- will help he: : ae be mixed inside, resists crack- 

lyzing : ing and dripping, stops fire and eliminates the frozen sand pile! No won- 
analy . ee der it’s in demand all year ’round . . . that you get more profits with 
signating i Zonolite! Mail coupon below for a// the facts about Zonolite Plaster 
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ies are 0 ie Dept. AL-128 
a xis 135 S. La Salle St., Chicago 3, Ill. 


Send for DETAILS wom L-—-—-—- 





Zonolite Plaster Aggregate 
lets builders work inall kinds 
of weather—helps keep plas- 
terers on the job—makes cus- 
tomers more satisfied. Here’s 


Zonolite Company 
Dept. AL-128, 135 S. LaSalle St., 
Chicago 3, Ill. 


Please send details on Zonolite in its 
various forms and dealer proposition. 


es ee 


*Zonolite is the registered trademark of 
Zonolite Company 
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The Hopkins 
BAG TRUCK 


(Patent applied for) 


@ Will save Money, Time and 
Backaches 


® will handle five to seven sacks at 
a time. 

When Cement is handled the Hopkins 

way it is unnecessary to hand lift a sack 

of cement except in the box car. 

No pallets to buy or to bother with. 

Will not tear paper 














sacks. Roller bearing 

and rubber tires. Price 
$26.00 

f.o.b. 

Send your orders to Memphis, 

Missouri 
> 
Hopkins Lumber Co. 


Memphis, Missouri 
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WOOD 
that Weez 


BURN 


IRE-RESISTANT lumber is not 

new; but an expansion of tech- 
niques recently introduced by Fox 
Brothers Mfg. Co. of St. Louis, 
opens the way to new uses and ap- 
plications of fire-proof lumber 
products. 


For example, here is what can be 
done with a wood door. A standard 
3’ x 7’ x 134” flush type door, with 
a ponderosa pine core and veneered 
face; when given the fire-proofing 
treatment and subjected to an in- 
tense direct flame for a 60-minute 
period, displayed an amazing abil- 
ity to resist burning. 


Temperatures on the side of the 
door exposed to the flame ranged 
from 1600 to 1720 degrees Fahren- 
heit; yet those on the unexposed 
side were held to 200 to 225 de- 
grees. This remarkably low heat 
transmission is even more impres- 
sive when it is considered that most 
combustible materials will ignite at 




















It’s as easy to install as a win- 
dow spring bolt. This new fric- 
tion sash holder can be used on 
any double-hung sash 1%” or 
thicker. Uses the same hole as a 
window spring bolt. For new 
sash, simply drill a %” hole at 
the center of one side only. The 
friction is easily adjusted after in- 
stallation to accommodate any 
weight sash. Where desired, the 
side with the sash holder can be 
weatherstripped; it’s never neces- 
sary to strip the opposite side be- 
cause of the tight contact. Fully 
guaranteed... 


Retail about 30c 
each . . Free display model 
available. 


Ask your jobber, 
or write us. 
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BRASS WORKS. INC. 250 EAST FIFTH STREET a 


ST. PAUL 1, MINNESOTA [7 
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THE ABOVE CHART shows the low de- 


gree of heat transmission through the 


door over a 60-minute period. 


December 


TREATED DOORS maintain all of the 

beauty and charm that various lumber 

species afford, yet present a positively § 
effective barrier to fire. : 


temperatures from 400 
degrees. 


In the process, 


Pees oe 





to 700 § 


chemicals are 7 


forced into the wood cells by af 


combination of vacuum and high 


pressure. The fire resistance of the [ 
treatment, developed by the Pro § 


me 
if: 
. 


: 
L 


texol Corporation of Kenilworth, 7 


R. Ox 


is due to non-poisonous, | 


non-combustible gases formed when | 


the heated chemicals 


decompose. | 


These gases blanket the wood and 7 
prevent oxygen from reaching it. F 
The wood is reduced to a clinker- 

like charred condition which does /§ 


not support combustion. 


There is an ever widening it | 
terest in fire-proofed lumber for j 


use in construction of all typé. 
The results of developments up t 
the present time indicate that fire 
resistant and rot-proof lumber art 
gaining rapid acceptance by archi 
tects, designers, code consultants, | 
and dealers who are keepilg 
abreast of product improvements 
in the industry. 
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| Packaged Trim 


PONDEROSA PINE Inside Door Jambs 


Standard Lineal Mouldings 


Ra ieee) Mich 


ALL IN THE SAME CAR 


WITH two re-manufacturing plants, located in the heart of the Pon- 
derosa Pine region, we specialize in millwork, mouldings, furniture 
dimensions and high grade lumber specialties. Our factory equipment is 

| complete and modern, including new, latest-style dry kilns. 


WE are also manufacturers and wholesalers of lumber, millwork, 
mouldings, cut-stock and specialty items of all kinds, in All Western 


W oods. 


WE have a well-rounded wholesale organization, with departments 
handling Douglas Fir, Ponderosa Pine and their allied species. 








OUR MOTTO: “If it’s made of wood we sell it.” 
* * 


Propucts COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 


R. A. Holmes Re-manufacturing plants at: 
C. F. Mimnaugh Ontario, Ore.—Marysville, Calif. 
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PORTLAND SHINGLE COMPANY 
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and high )9 AW \\\ \ \ There's a justifiable pride in knowing you can 
nee of the 5 RAK oF fill all orders — both large and small — and do 
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For assured delivery order your Portland Brand 
_ 8 Shingles and Skookum Tru-Cut Shakes now. 
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aber 2 PORTLAND SHINGLE COMPANY 
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FORGET-YOU-NOTS December month of 


yuletide song and cheer, 
month of spinning heads and tired feet—and no time 
to step on the customer’s toes! Petty annoyances 
grow into exaggerated ones—remembered and bitterly 
recalled to other prospective customers long after the 
Christmas rush . “Don’t shop in so-and-so’s” 
“T’d never go in the place again!” . “You should 
hear what happened to me!” A heaven-sent oppor- 
tunity for you to really rise and shine and sow extra 
seeds of good will that will reap you dividends long 
after Christmas! 

Here’s an easy-as-pie way to do it. In a prominent 
place on your display floor, set up a special Wrapping 
Desk where all customers can get slipping parcels, 
bursting bundles and loose or snapping string rein- 
forced . . . where a courteous, swift wrapper will be 
glad to make one large, easily carried package out of 
an armload of small ones. To get full credit for this 
boon-to-harried-shoppers service, advertise it for all 
to see—with a large-lettered sign over your Special 
Wrapping Desk reading, “PACKAGE SLIPPING? 
FREE RE-WRAPPING SERVICE HERE!” 

A quick, easy way to speed customers happily on 
their way is to equip your desk with piles of heavy 
brown paper already cut in various convenient sizes, 
so all the customer has to do is step up; lay her burst- 
ing package on the top sheet. Then your wrapper can 
take over fast and efficiently Saves her time, saves 
your customer’s time, re-doubles good will for you. 


¢ 

“BATTS TO Half pag when ge ages come 
7, in to a lumber yard, they haven’t 

YOU MADAM the remotest idea what to ask for 
or whom to ask for—particularly 

women. Consequently they may get started with the 
wrong salesperson, conclude you don’t have what they 
want and walk out—or simply wander around in lone 
confusion and walk out because they don’t happen to 
see what they want. This means lost sales for you. 

At holiday-time. if you maintain a gift shop and a 
toy shop, you lose even more profits because of cus- 
tomer doubts, or because people simply don’t have the 
time to wait for regular salespeople unless they know 
in advance you stock what they want. 

Recover these vanishing customers and dollars 
with a whizz-bang of an Information Desk staffed 
by a friendly, quick-thinking, imaginative woman. 
One who is sympathetic and patient with shy people 
—one who talks Mrs. Customer’s language and knows 
instinctively what she wants when she starts off, 
“I don’t know what you call it but it looks sort of 
like the roller on my washing machine.” 

And if your indispensable Information Dispenser 
is attractive, has a good sense of humor and exudes 
charm, so much the better! Many a sale has been 
recouped because someone started the customer off 
on the right foot. The place for your Information 
Desk, of course, is right opposite your main entrance, 


Norm Advertising, Inc. New York 
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so the young woman in charge can start everyone off 
on the right foot, whether the customer wants a gift 
certificate or decorative mirror for Aunt Frances. 

If you never 


“CAN YOU DESCRIBE IT?” wand 
maintain a 


regular Lost-and-Found department any other time 
of the year, by all means DO during the balance of 
this month. This will save your sales people countless, 
needless interruptions—especially if your yard is a 
large one and The Bereft have no idea where to 
recover their lost and straying possessions. 

This sxrvice will also earn you the undying grati- 
tude and good will of frantic customers—not only 
for recovering their possessions, but for saving them 
hours of frenzied worry and trips back to your store 
in the hope that their articles have been turned in. 
An officially recognized Lost-and-Found also makes it 
infinitely easier for honest, well-intentioned customers 
to turn in handbags or whatever they find by accident. 

A time-saving way to set up your central Lost-and- 
Found Service is to combine it with your Special 
Wrapping Desk. With, of course, another big, prom- 
inently-displayed sign, advertising it as such. This 
minimizes interruptions to busy salespeople; saves 
time all around; also encourages greater honesty 
among shoppers who might be tempted to pocket 
another customer’s loss. 


NO SLEEPING No dealer wants to be stuck 
ACCOMMODATIONS with special gift ‘merchan- 


dise after the holidays, nor 

does he want to waste space 

for the next 11 months storing sleepers. To make 

sure your customers strip the cupboard bare of gift 

merchandise, arm your Information and Wrapping 

Desk clerks with inexpensive handbills promoting 
your gift suggestions for all they’re worth. 

The most effective way to do this is to break down 


your list and group your products under bold-type oa 


display headings such as, “Dad Will Love These”... 
“The Best Toys We’ve Ever Stocked” ... “Our Best 
Budget Buys”... “Mother’s Favorites” ... “Hard-to- 
Find—but not at Sockman’s!” 


This is an excellent promotional device because . 
WOMEN do most of the Christmas buying—are in || 


the habit of shopping from “grocery-type” handbills 
and consider them a great aid, time-saver and money- 


saver, which they are. So load them with smart sug- [ 
gestions and see that one is handed to everyone who 


steps up to your Information and Wrapping Desks. 


AFTER-THE- 
BALL-IS-OVER 


initial shock over the Christ- 
mas bills and Mother has ex 


After Pop has gotten over his 7 


hee 
| 

a 
8 
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changed the last gift or had it [ 


credited, life can be awfully quiet . . . for the dealer. 

A time-tested way to avoid that usual January 
thud is to start off your New Year with a vigorous 
new advertising campaign that goes all-out to d0 
an educational job and talks figures. 
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GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Ill. 
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There’s a 
KENNATR 





interior 
SLIDING 





Help builders keep their costs down, their 
production up, by carrying a good stock of 
smooth-operating, easily-installed KENNA- 
TRACK. With low-cost government housing 
developments “mushrooming” all over the 
country, space-saving sliding doors are en- 
joying a return to popularity. Get your 
share of this profitable new market! We 
offer types of KENNATRACK for every 
sliding door use — plus a line of comple- 
mentary sliding door hardware. 


SERIES 400 -- DE LUXE KENNATRACK 
Designed for heavier doors of I'/g” to 134” thickness. 





VERTICAL ADJUSTMENT EN- 
ABLES DOOR TO BE RAISED OR 
LOWERED AS MUCH AS 3% OF FOR QUIET, SMOOTH 
AN INCH. OPERATION. 


@ Doors hung on KENNATRACK are less apt to warp 
because load factor is vertical—not horizontal. 


NEOPRENE LONG-LIFE 
TIRES ON LARGE WHEELS 


@ Because it hangs, there is no dirt-catching track on 
floor. 


Write for Complete Catalog 


JAY G. McKENNA, Inc. 


Specializing Exclusively in the Manufacture 


ECK HA RT = 


of Sliding Door Hardware 


INDIANA 
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BIG DEAL 

The saie of two huge trailers for 
$4 million by Fruehauf (largest 
single peacetime order in the history 
of the trucking industry) is an indi- 
cation of what is happening in hous- 
ing. Deliveries are to be completed 
by March 1. The trailers are to be 
used by the transportation company 
which has taken the contract to de- 
liver Lustron houses from the fac- 
tory in Ohio to the building site of 
the home owner...a_ complete 
house at a time ready to set up... 
anywhere you want to build it! 

* eS ok 
Hundreds of millions of dol- 
lars are being spent by “new- 


comers” to capture the hous- 
ing market. 


WE WOULDN'T KNOW 

We have no answer to the ques- 
tion of where it is all going to end. 
Who knows! Homes simply happen 
to be one of the big, all-out markets 
at the present time ...a market so 
colossal that it is attracting the at- 
tention of several of the biggest com- 
panies (and promoters) in the coun- 
try. Everybody is dreaming about 
what would happen if they could bite 
off a sizable chunk. 


* * % 


There are many men of many 
minds when it comes to the 
question of METHODS. 


x * 
SLUGGING IT OUT 
Regardless of how much we may 
decry the coming of the new com- 
petition that is now appearing on 
the horizon, the fact remains that the 
biggest battle of all time is now 
shaping up among the three groups 
which represent the different ap- 
proaches to the question of how to 
build a home. It is a war among 
methods 
(a) the way it has been in the past 
(b) on-site fabrication as  em- 
ployed by mass builders 
(c) factory-built homes 


“ 2: = 


MATERIALS, TOO, ARE GETTING 
INTO THE ACT 

Nor is the struggle for the home 
market simply a matter of methods. 
An equally strenuous battle is tak- 
ing place among MATERIALS. 
Here the fur is flying in every di- 
rection. All lumber dealers have long 
since been acquainted in one way or 
another, with the contestants—lum- 
ber, steel, aluminium, cement, brick 
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.. anything and everything that 
can be used to build a home. None 
proposes to be left out. The market 
is too big, too permanent, too rich 
to be given up without a fight. 


* * % 


It takes more than day dream- 
ing to develop new home 
building methods but there are 
many such projects now far 
past the dream stage. 


* ’ * 


MACHINES ARE ALSO INVOLVED 


The conventional builder is aided 
and abetted by a long list of labor 
saving machines that can be trans- 
ported easily from job to job. It is 
the same way with the on-site fabri- 
cator only on a bigger scale and with 
somewhat different equipment. The 
factory-built houses call for another 
type of machinery. What machines 
will do the best job for the least 
money? Again we say, who knows! 


* * * 


NEGATIVE OR POSITIVE? 
Generally speaking it is far 
more profitable to be positive 
than to assume things can’t 
be done. 


% : ! 


CATCHING UP ON FORGING 
AHEAD 


Some one recently asked a friend 


of ours whether he thought the 
housing industry would ever catch up 
with the automobile industry. “That’s 
a foolish question,” he replied. “You 
infer it’s behind. Actually in many 
respects it’s far ahead. Critics of the 
housing industry point with pride to 
the achievements of the automobile 
industry in 40 years and the improve- 
ments that have taken place in cars 
since the days of the curve-dash Olds. 
They overlook the fact that the mod- 
ern home is a far cry from the 
houses of the same period.” 

“Old stuff,” was the report of the 
questioner. ‘Look at the price of to- 
day’s homes!” 

“Sure go ahead and look,’ was 
the reply. “While you’re doing that, 
compare the price of today’s Ford 
with what you paid for a Model T 
way back when. You are talking 
about two different things. Same 
way when you compare the home 
building industry (made up of thou- 
sands and thousands of un-co-ordi- 
nated units) with the well integrated 
automobile industry (made up of a 
dozen big units). Even at that we 
are living in mighty fine homes... 
and the best are yet to come.” 


THIS MUCH WE DO KNOW: 
Any struggle that involves in- 
tensive competition of methods, 
materials and machines is 
worth watching. 


NO MONOPOLY 
The question of who is going to © 
end up with the housing market can | 
probably be answered in three words: | 
“NO ONE GROUP.” Tremendous |~ 
progress is being made in every phase |= 
of the home building industry. It 7 
will continue. It is not conceivable 7 
that any single method will become ~ 
so powerful or efficient that it will © 
capture the home market in toto, |) 
Nevertheless, the struggle for a big- 7 
ger and bigger share will continue} 
and this, of course, will mean better | 
and better homes at lower final cost. 7 
The free play of competition between © 
men (companies), methods, materials 
and machines will determine what © 
houses will be like in the future and 7 
how much they will cest. Fi 


* ok * 


Goals are achieved quickest 
when competition is given its 
lead. 


aK * * 


WHAT PART WILL LUMBER 
DEALERS PLAY? 


Generally speaking lumber dealers | 
will stick ‘to the proponents of con- 
ventional construction. Of course, | 
they’ll sell the big on-site fabricators | 
whenever possible but too often at a7 
price that probably will not be at 7 
tractive. Factory-built homes will 7 
not be sold by lumber dealers who 
have been by-passed as not suitable 7 
sales agencies by the budding prefab © 
agency. And so it goes! It’s all @ 
very interesting. 1 


* * * 


Housing has been on the tip 
of more tongues for a longer 
time than anything else used 
by American families. 


* Ox 2 


GOOD SIGN 

More and more big builders and al © 
prefabricators are shooting at 4Ff 
lower priced home .. . much _ lowe! |] 
than at any time during the pa‘ i 
two years. Ve 

FHA is accelerating efforts alon | 
this line with its 95%, 30-yea § 
mortgage. In other words, if M" @ 
Builder can produce something { © 
this price, or close to it, FHA wi § 
go the limit ...a right generout f 
limit, too. 

But, of course, there always is th 
question of who will buy the mort § 
gage. Nevertheless, a lot of build 
ers are working mighty hard to g¢! 
costs down. A mighty good sign. 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 


Engelmann Spruce — Inland Red Cedar. 


Fir and Larch 


xk 


Factory at Northwest Timber Company producing Mouldings, 


Sales Agents for 


xk 


*Pack River Lumber Company, Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho 


*Thompson Falls Lumber Company, Thompson Falls, Mont. 
* Member Western Pine Association 


Frames, Cut Stock and Cut-to-length Trims 


Sales Office; 


Sandpoint, Idaho 
P.O. Box 510 
Telephone 71 


Daily Production 190,000 Feet Kiln Dried Lumber 
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LANE FEATURES 
that mean MORE PRODUCTION 


© Powerful Feed Works — Faster Feeds 

© Ball and Roller Bearings Thruout 

® Accurate Setting Device 
— the millman’s favorite “Set” 


a | | 9 a ee Company MONTPELIER, VERMONT 


Rorrrs — 
JILDING Propucts MERCHANDISER 











500 to 1500 Feet Per Hour 
Write for bulletin. 











































SEND FOR THESE: 


Thirty-four uses of Micarta, applicable 
wherever a durable, decorative sur- 
face is required, are outlined in a 
brochure issued by United States Ply- 
wood Corporation, Dept. AL&BPM, 
55 W. 44th St., New York 18, N. Y. 


A new Hydrolux catalog of town and 
country home water equipment is 
available with price list from The 
Oilux Company, Dept. AL&BPM, 2200 
Dwenger Ave., Fort Wayne, Ind. 


A circular illustrating the manufac- 
turer's complete line of woodworking 
machinery includes: single and double 
surface tse shapers, scraping ma- 
chines, back knife lathes, tilting arbor 
saws and bit mortising machines. 
Write Baxter D. Whitney & Son, Inc., 
Dept. AL&BPM, Winchendon, Mass. 





NEW PRODUCT 
PREVIEWS: 


Kem-Glo, a new synthetic lustre finish 
that looks and washes like baked 
enamel, will go on sale to retail con- 
sumers shortly after the first of the 
year — Write Sherwin-Williams Co., 
Dept. AL&BPM, 101 Prospect Ave. 
N. W., Cleveland |, Ohio. 


Yale to introduce "surprise" line of 
trucks, electronic hoist and weight- 
printer scale attachment at Materials 
Handling Exposition, Philadelphia, 
January 10. Write The Yale & Towne 
Mansilecieeien Company, Dept. 
AL&BPM, 4530 Tacony, Philadelphia 
24, Pa. 


The Leigh Aluminum roof ventilator 
is designed to meet a demand for a 
low-priced unit. Write Air Control 
Products, Inc., Dept. AL&BPM, Coo- 
persville, Mich. 


Latest addition to the recently de- 
veloped Load-Grab attachment for 
palletless materials handling is a Box 
Clamp attachment for use with 
Hyster’s Model "20" lift truck. Write 
Hyster Company, Dept. AL&BPM, 
Portland 8, Ore. 


Translucent wax impregnated fabric 
joins R-V-Lite family of versatile win- 
dow materials. Write Arvey Corpora- 
tion, Dept. AL&BPM, 3462 N. Kimball 
Ave., Chicago 16, Ill. 





68 


Built-in Mailo-Box 

Penn-Greg Manufacturing Co.’s 
built-in mail box fits any wall thick- 
ness. Offered in a wide selection of 
designs and finishes, it conforms 
with all types of outside hardware 
trim. The inside cabinet door is 
furnished in birch or oak. Mailo- 
Box is packed in individual shipping 
cartons completely assembled and 
ready for installation. Write for 
catalog covering these designs: 
Gaylord, Albany, Canton, Franklin, 
Bayport and Austin. Penn-Greg 
Manufacturing Co., Dept. AL& 
BPM, 2608 Bloomington Ave., Min- 
neapolis 7, Minn. 


New Factory-Finished 
Line of Kitchen Cabinets 
Boro-magic (pat. app. for) is the 
trade name of the new factory- 
finished line of kitchen cabinets 
shipped flat-packed in less than half 
the space occupied by conventional 
units. The cabinets are so easy to 
assemble—right in the shipping 
carton—that a housewife can do 
the job without previous experience 
or special skill. Boro-magic is said 
to permit the practical accomplish- 
ment of producing a_ gleaming 
white, enamel-finished kitchen cabi- 
net, complete with hardware, from 
an amazingly small container car- 
ton. The flat-packaging feature, 
according to the manufacturer, 


makes it possible to ship and store 
this line with space savings of 50 
to 75% as compared with con. 
ventional assembled cabinets. The | 
line is made in standard stock sizes 
and includes kitchen cabinet sinks, 
base, wall, and combination wall 
cabinets. For illustrated folder and 
price list write Boro Wood Prod- | 
ucts Co., Dept. AL&BPM, Bennetts. | 
ville, S. C. 
f 
i 


Shelvador by Crosley Combines | 
Compact Size, Large Capacity | 
The Shelvador, known as Model f 


food storage in a cabinet occupy: | 


S-79, features seven cubic feet of f 
ing the floor space of a conven- | 


LP 
1} 
He 


tional four (cu. ft.) in 1941. In- @ 
cluded as standard equipment on 
this model is the exclusive Shel- 
vador, which provides twice as} 
much front row food storage space. [7 
An outstanding feature is an over- 7 


sized frozen food compartment, © 
adequate for 25 pounds of frozen © 
foods. Other features include a7 
clear polystyrene chill 

meats; a one piece breaker strip of 7 
easy to clean plastic, installed with- § 
out screws or clips; a newly styled © 
temperature control dial located at 7 
eye level; and a completely new |% 
Crosley Electrosaver unit requil- 7 
ing greatly reduced space. For ¥ 
complete information write Crosley ~ 
Division, Avco Manufacturing 7 
Corp., Dept. AL&BPM, 1329 Ar! ia 
ington, Cincinnati 25, Ohio. é 


Miniature Appliances 
For Planning Kitchens 3 
A complete set of miniature plas 7 
tics appliances is being made avail- 7 
able by thé General Electric Com- © 
pany to assist retailers, power com | 
panies, architects, builders, finan )¥ 
cial institutions and schools i0 )% 
planning kitchens and _ laundries rh 
Called the Applianset, the kit cot 7 
sists of 77 major and traffic appl: 
ances, cabinets and kitchen furnish 
ings scaled one inch to the foot ané 
made of light, durable polystyrene f 
by the G-E plastics division. Als J 
included are four metal walls, fou! | 
windows, two doors, a 16-page Il | 
struction book and a specially scaled 
measuring ruler. An unusual fee 
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Most people want windows 
that can be opened or 
closed at will, according to the 
seasonal or individual room re- 
quirements. Invizible Sash 
Balances completely satisfy this 


Most people want windows 
that open smoothly, quietly 
and with minimum effort. The en- 
closed mechanism of Invizible 
Sash Balances provide this kind 
of window operation at its very 


best. 


‘Your customers can save space 
— save money —save time with 
rolling doors — and be assured of 
a lifetime of easy rolling with 


HAR-VEY 


ROLLING DOOR HARDWARE 





partment, 
of frozen ie 
include a | 
tray for® 

r strip of | 

lled with- r 
vly styled e 


Most housewives prefer 
windows that are easy to 
keep clean and neat. With Inviz- 
ible Sash Balances, there are no 
cables, tapes or 

exposed tubes to 


Most people want full view 
windows including multiple 
and corner installations with 
modern narrow trim. ‘Invizibles’ 
are the most practical balances 
for double-hung windows of 


‘ocated at a catch dust or paint. every type.” 

tely new | a 

t requil- | re jj ADVERTISED TO For substantial profits and lower inventories 
ce. For | 134,445,040 carry the Har-Vey line, the best-seller that meets 
e Crosley READERSHIP | N all your needs in the rapidly expanding market 
309 Ar i ‘Ff NATIONAL — for rolling door hardware --a market made all 
a - | 8 lh MAGAZINES the larger by Har-Vey’s broad advertising 
™ , ant program in leading architecture, builder and 

1<—_—_—_- BALANCE 1 00 °%, contractor publications. 

ture plas: | concealed in the sash... no tapes... no cables. @ Sizes to match any rolling door built for residen- 
ade avail- EASY TO INSTALL tial use @ Precision-made of the finest materials 


for a lifetime of easy rolling @ Simple to install 


- just drive in two @ Carefully packaged-easily stored @ 


ric Com- & 


¢ fasteners . . . screw in one A) 
wer com- screw, Yd YY) We 
‘3, finan: fl 10 SIZES FIT 95% anil [ue AVAILABLE NOW FOR RAPID SHIPMENT 


a" MN 





hools <a Se wie Ask your jobber or write to us for literature 
aundries. 4 Mm as 3 SASH ‘BALANCE and installation details. 
> kit con: i = Hardware Division W 
~ 7 GRAND RAPIDS | | ciatecs 
nish: 
pie SASH PULLEYS Metal Propucts Corporation 





lystyrene [i 
ion. Also 5 
alls, four ae 
-page in- y 


lly sealed 
sual fea 


S 
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quirements. 





No. 103 face plate, cone bearing 
type, and Nos. 175, 109, 110 saw- 
tooth drive type sash pulleys 
cover 95% of all sash pulley re- 


WRITE 


for illustrated 
specifications 
and instructions. 





GRAND RAPIDS HARDWARE COMPANY 


GRAND RAPIDS 2, 


MICHIGAN 


Quality leaders in Sash Hardware for over 50 Years 
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eee CITY 


NAME 


807 N. W. 20th St. 


Miami, Florida 





COMPANY. 
STREET 




















This cutaway view shows 






why the IMPROVED 


ACME TWIN 


is the most efficient sash 


balance ever designed 


Oil-impregnated 
Fibre Washer be- 
tween Cable Drum 
and Face Plate in- 
sures friction-free 
operation. 


Cable Drum 
fits snugly into 
Protective 
“Cup” 


\ 


ma 
Val Ht 
anal) 














Tension Governor 
maintains uniform 
spring action and 
balancing. 







4. 


Spring Hubs 
riveted at both 
ends assure TWO 
solid bearing 
points. 


Powerful Coil 
Springs provide 
positive, effort- 

less window 

opening. 


Left: Acme 
Overhead Type 
Sash Balance 


Right: Acme Side 
Type Sash Balance 





SASH BALANCE COMPANY 
1626 Long Beach Ave. 
Los Angeles 21, Calif. 
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ture of the Applianset is the method 
of hanging wall cabinets. Each of 
these units is fitted with a small 
Alnico magnet which holds it tight 
against the metal walls, yet per- 
mits fast setting up and changing 
of any plan. For further details 
write General Electric, Dept. 
AL&BPM, Bridgeport 2, Conn. 


Heavy Duty 
Platform Truck 


The Rapids-Standard Company, 
Inc., announces production of a 
heavy duty platform truck trade- 
named The Freighter. Two other 
platform trucks manufactured by 


| the company are the medium duty 


Warehouser and the light medium 
duty Handy-Andy. The new 
Freighter platform truck is avail- 
able in seven platform sizes with 
either Rapid-Flame Hardened 
nicro-steel, molded-on cushion rub- 
ber, or Durastan resinoid wheels. 
Individual weights of the truck in 
various sizes vary from 167 lbs. to 
242 lbs. Special features include 
welded steel axle housing on the 
running gear, 16-inch diameter load 
wheels with 3-inch face, Hyatt type 
roller bearings with hardened in- 
ner and outer raceways on both 
load wheels and casters with Zerk 
fittings for pressure grease lubri- 
cation. The Freighter platform 
truck is available in level type 
(with two load wheels on end and 
two swivel casters on other end) or 
tilt type (with two load wheels 
mounted at center of truck and one 
swivel caster mounted at center of 
each end). For further informa- 
tion write The Rapids-Standard 
Company, Inc., Dept. F-180, 342 
Rapistan Building, Grand Rapids 
2, Mich. 





her ssid ithe naib ci lalnalebalel 


a er eae 


Foster H-4400 8" Tilting 
Arbor Saw 

An 8” Tilting Arbor Saw, has 
just been released by the Foster 
Manufacturing Company. Con- 
structed from cast iron, the ma- 
chine is particularly useful to the 
home builder as well as the home 
work-shop enthusiast because of 
the extra large, precision ground 
table which measures 18x25 inches, 
There is a removeable insert and 
the saw blade is 7” from front of 
table. The %.” diameter spindle 
has sealed-for-life ball bearings 


and the new and improved rip fence 





is adaptable to either right or left 
hand. The saw tilts to a full 45 
degrees and gives maximum 25%” 
cut. A mitre gauge with 24” ex- 
tension arm and a special motor 
mount are also included. For com- 
plete details write Foster Manu- 
facturing Company, Dept. AL& 
BPM, 1 Kinsey Ave., Buffalo 17, 
N. Y. 


Prac-Ti-Cal Roll 
Paper Dispenser 

Ideal for home, factory, school 
and institutions, the Prac-ti-Cal 
roll paper dispenser is reported to 
have many tested features. Among 
these are its single bracket mount- 
ing for space-saving installation; 
spring toggle for instant roll 
change, and rubber rings that give 
positive friction control. Available 
in two models for paper towels or 
toilet tissue. For price listing 
write Winslow-Wright Company, 
Dept. AL&BPM, 12320 Ventura 
Court, North Hollywood, Calif. 


Plywood Buying Guide 
"The Teleply Ticker" 

A new colorful 24-page plywood 
buying guide listing over 50 species 
of plywoods and veneers has just 
come off the press. This Aetna 
Plywood Teleply Ticker price cata- 
log of plywood and veneer inven- 
tory gives helpful information in 
selecting the right type of panel 
for the right job. Carefully indexed 
information such as the U. S. De 
partment of Commerce grade sym- 
bol chart for hardwood plywood, 
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GUARANTEED to be the best tool of its kind on the 
market today, Huther Bros. Dado Head will cut PER- 
FECT grooves, any width, with or across the grain. 
Easy to keep in top condition. 

Fits any saw mandrel or saw rig. 











Positive action—it may be adjusted in the time it takes 
to remove a saw. 






Eats up the Work—Builds up the Profits! 


MANUFACTURED BY 


Huther Bros. Dado r e.4 ae ala <0 i H U th e f B ro S. 
Head above was used 
to cut the clean, per- = = ine S AW C oF N C. 


fect grooves showna ia Nii 1290 UNIVERSITY AVE. 
the right. 7 ROCHESTER, N. Y. 


Write for folder-price list today. ee * Saw Abiiteacs for Over 60 Years 
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HARD ROCK MAPLE 
Anaconda Copper 


; Mining Co. STAIR TREADS 
Lumber Department KILN DRIED 


Bonner, Mont. vvv 


DRESSED TWO SIDES 
: TO YOUR DIMENSIONS 


ST Nii i he GRAD 


| Manufacturers of ae 


Ponderosa Pine, Fir and WELL PACKAGED 


Larch Lumber For Railway Express Delivery 


ns RUSSELL COMPANY 


PLAISTOW, N. H. 
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explanations of saw cuts, and notes 
on which plywoods finish best, are 
included. The grain texture and 
color of each wood are described 
and the different core constructions 
are indicated. Other helps such as 
functional uses, quantity discounts 
and descriptions of plywood special- 
ties make this catalog a great aid 
to the purchasing agent. Illustra- 
tions of the popular Christmas gift 
items—Aetna-Ply Wood Inlay Pic- 
tures and Card Tables, cover six 
pages of this most complete price 
catalog. Write for the Plywood 
Buying Guide—The Teleply Ticker 
to Aetna Plywood and Veneer Com- 
pany, Dept. AL&BPM, 1732 North 
Elston Ave., Chicago 22, Ill. 


Eager Beaver Bench Saw 


A catalog sheet describing the 
Eager Beaver bench saw, notes 
that “every home hobbyist, be he 
cabinet maker or model maker, is a 
prospect for this inexpensive unit.” 
The Eager Beaver saws are of 
metal construction throughout. 
They take a full 2-inch cut—easily 
handling 2x4’s. Although compact 
in size they are said to do a real 


folder—Beaver Tool Company, Inc., 
Dept. AL&BPM, 1612 N. Vermont 
Ave., Los Angeles 27, Calif. 


Spencer All-Purpose Heater 
Burns Any Type Fuel 


The Spencer Series ‘21” cast 
iron sectional boiler is built for 
versatility 
formance, and is easily and quickly 
convertible to oil, gas, stoker or 
hand-fired operation. It has a ca- 
pacity range from 340 to 1,000 net 
IBR steam. Precision-ground sec- 
tion facings assure iron to iron 
draw-up, enabling easier and more 
rapid installation. Spencer’s 
arched fire box, highly successful 
in the company’s steel boilers, has 
been incorporated in the new all- 
purpose boiler. This special design 
eliminates collection of boiler wa- 


and economy of per-~ 


the boiler and also affords added 


height above the fire where it is § 
most needed. The entire door as- 

sembly is of heavy-duty iron cast- | 
ing with chrome iron in baffles in | 
the fire and flue doors. The Pyrex 


glass observation ports in the fire | 


and ashpit doors allow accurate ad- 


justment of automatic equipment | 
and observation of ash removal | 


from the grates without opening 
the ashpit door. All flue travels 
are easily accessible for complete 
cleaning through a large flue door, 
Grate assembly is included as a 
part of the base and enables easy 


sees a 
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man-size job. Write for illustrated ter sediment at the hottest point of 


DEALERS! Get This 


dd ae yelled 
a 
EMARKABLE 


RUBBER 
PAINT 


CHOICE DEALER FRANCHISES 
GOING FAST TO ALERT DEALERS 


Test this "Perfect Paint’. See for yourself what a remarkable product 
it is. Don't judge Celadri by other so-called rubber paints. Celadri 
is a collodial dispersion of pure rubber, pigmented and processed jo 
serve as a pure protective coating having the virtues of rubber and 
the workability and all around utility of the best oil based paints 
without their limitations. 


Strong Consumer Sales Appeal 


Just what consumers want. High coverage. Easily applied. Beautiful 
flat finish. Write for FREE sample today! 











Kuoa Aunounces 


The Home All America 
Can Afford 


To qualified builders, developers and others, 
the Knox Corporation has available for 
shipment its Model 101, a 4 room, 24’ x 32’, 
house. This house is shipped directly to the 
site in room-size exterior wall and partitions 
panels with floors, ceiling and roof ready to 
install in one day. Windows and doors and 
screens factory fitted. Conventional outside 
finish and inside finish already applied. 











The ideal home to meet the urgent demand 
for low cost housing. Eligible for FHA 85% 
Title II loans to builders and 95% mortgage 
loans to owner-occupants. 





Knox also has available three and four room 
Duplexes for low cost rental housing. 


WIRE OR WRITE 
SALES DEPT. 


CORPORATION 


Send for FREE Trial Sample Today! 


CELADRI CORPORATION 
WILLISTON PARK, N. Y. 





KNOX 


Thomson, Georgia 


| 
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Sitka Spruce Lumber 


er er 


HARDWOOD 
FLOORING 


Oak-Beech-Pecan-Ash 


In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 








For prompt attention on your needs phone or write 


Miller & Company, Ine. 


. Manufacturers of 4 
Hardwood & Yellow Pine Lumber 
S) BN -lalo MP OL OO) NMA INE 


Selma LD 9910 — Phones — Jackson 1885 








and 


Box Shook 





POLSON 
Lumber & Shingle Mills 


| Division of 
| Polson Logging Company 
Hoquiam, Washington 
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POWER FACTS 
AT A GLANCE 


ALLIS - CHALMERS 
DESIGNATES ENGINE MODELS 
BY THEIR PISTON DISPLACEMENT... 


Piston displacement and r.p.m. are truer 
ways of judging the comparative per- 
formance of similar type engines than 
by horsepower ratings. For this reason, 
Allis-Chalmers is now identifying its 
4-cycle carburetor engines by cubic inch 
displacement (see below). 


Horsepower ratings alone can lead to 
misunderstanding. For example: if a 600 
cu.in. displacement engine can develop 
a certain horsepower at 1,000 r.p.m., a 
200 cu.in. engine must run at 3,000 
r.p.m. to develop the same horsepower. 
The generous piston displacement and 
slower speeds of Allis-Chalmers engines 
mean long, low cost, dependable service. 
Get the TRUE POWER FACTS before 
you choose. 


ALLIS-CHALMERS ENGINES - A SIZE TO FIT YOUR NEEDS 


MODEL 


‘ MAXIMUM 
(figures represent R.P.M. BRAKE H. P. 
cu. in. displacement) 

B-125 1500—1800 24.5—28.0 
W-201 1400—1800 33.5—40.5 

U-318 1200 45.0 

E-563 1050 74.0 

L-844 1050 110.0 


Available with various accessories 
. operated on low grade fuel, 
gasoline, distillate. 


ALLIS‘CHALMERS 


RACTOR DIVISION A On a Oe 
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conversion from mechanical to hand 
firing. For complete information 
write the Spencer Heater Division, 
Aveo Manufacturing Corporation, 
Dept. AL&BPM, Williamsport, Pa. 


Thor "Silver Line" 
Y2-Inch Drill 

The new Thor '” portable elec- 
tric drill is said to incorporate en- 
gineering advancements producing 
power in excess of heavy duty rat- 
ings from a machine scarcely large 
enough to cover the palm of a man’s 
hand. Corresponding weight reduc- 
tion places the new drill in a unique 
position as the smallest, lightest 
1%” heavy-duty electric drill in the 


wcerld today, according to the man- 
ufacturer. In addition to its com- 
pact design, the new tool features 
an improved ventilating system 
which by actual engineering tests, 
maintains an _ exceptionally cool 
surface temperature during con- 
tinuous heavy duty operation. The 
machine is known as the Thor 
“Silver Line’ 1%” drill after its 
highly polished die-cast aluminum 
housings. For complete details 
write Independent Pneumatic Tool 
Co., Dept. AL&BPM, Aurora, II. 


Red Devil Electric Paint Paddle 


A new tool by Red Devil Tools, 
known as the Red Devil No. 31 
Junior Paint Mixer, is a handy 
pocket-sized replica of the well- 
known No. 31 Paint Mixer which 
has been mixing paint in from 5 
to 50 gallon cans for many years. 
The No. 31 Junior provides the 
master painter and finisher with a 
mechanical paddle that may be 
conveniently carried to the job 
where there is need for blending 
pigments or small batches for inte- 
rior work. The Junior will eliminate 
the troublesome hit-and-miss task 
of hand mixing and speed up this 
preparatory work. It is most useful 





in handling cans of one gallon or 
less and should not be used for 
thoroughly mixing pigment or oil 
or as a general paint conditioner. 
The tool is driven by a fractional 
horse power motor which operates 
on 110 volt AC current and is 
directly connected to the drive 
shaft. The shaft in turn, is equip- 
ped with adjustable paddle and 
patented action. For further in- 
formation write Red Devil Tools, 
Dept. AL&BPM, 120 Coit St. 
Irvington 11, N. J. 
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wood to Supply You. . . 


and many others— 


1732 Elston Ave. 





AETNA’S DEALER SERVICE 


—@Oucludes.. 


The Compact Plywood Mer- 
"Y uses | chandiser Shown Here. . . 


Free Newspaper Advertising 


Plans for Customer's Home 


Furniture Making. . . 

Free Engineering Advice. .. 
Well Informed and Courteous 
Sales Force. . . 


One of the Largest Warehouse Stocks of Veneer and Ply- 


Prompt Shipment of L.C.L. and Carload Orders. . . 
All Shipments Properly and Protectively Packed. . . 


PLYWOOD — PLYWELD — VENEERS — 
DIEBLOX — PLASTIC SHEETS 
TILEBOARD — DECO-PLY — GLUES 
SEALERS — JOINT FILLERS — BLEACHES 
INSULATING MATERIAL 


For the latest descriptive stock list giving species, sizes, 
prices, and other valuable information on items listed above, 


Write Today for the FREE— 
NEW PLYWOOD BUYING GUIDE, AETNA’S “TELEPLY TICKER” 


Aetna Plywood & Veneer Company 


Phone ARmitage 6-7100 Chicago 22, Illinois 
Branch Warehouses: Grand Rapids 4, Mich., Richmond, Va.— 
Sales Offices: Detroit, Mich., Milwaukee, Wis., Indianapolis, 
Marion and West Lafayette, Ind. 








IF YOU MANUFACTURE 


PRE-FI 


write for this catalog 


WINDOW 
UNITS 


This 24-page cata- 
log shows over 50 
different weather- 
strips that are spe- 
cially designed for 
pre-fit window 
units, doors, case- 
ments. Whatever 
your weatherstrip 
requirements, we 
can fill your needs. 


Special Weather Strip Division 


HIACKLATIBURG- DUNCAN CO. 


aera 10) Gah vane) 40 -V. (0) Veins ane) au-e 
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fo the Manufacture 
“ef Oak Flooring 
Properly Seasoned 
Accurately Milled 


r 
Expertly Graded 


B 


ot ii: 


TO 
every 
owner of 
a@ truckful 
of lumber or 
a super de luxe 
Yard, and to his 
co-workers who keep 
his stocks turning... 
A Merry Christmas! To 
the men who patrol the 
forests and know, first hand 
that only God can make a tree 
. . the Season’s Greetings! To the 
ax-and-saw boys who cut the timber, 
rugged individuals who skid it to the 
mill in the woods, and to the skilled 
sawyers who slice it up, Best Wishes! To 
the experts who produce our finished lumber 
“Dry as a Bone, Bright as a Silver Dollar’, 
Happy Holiday! And the Season’s Best to all 
other friends in the lumber industry, including 
the truckers 
and trainmen 
who sweat 
through day- 
light and 
darkness, sun- 
shine and storm, in order that a 
home-hungry public may have Ar- 
kansas lumber, finest in the land! 


Ay FTE aa 


O. 2140 LITTLE ROCK 













rg TELEPHONES: Local 4-592 @ L. D. 30 
LVN DKS /} y 
1927 - OAK FLOORING - 1948 


Moot 








Years Devoted 
Exclusively 


- modern Moore Cross-Circulation 
HINs, 


in a modern plant by men with 
years of experience. 


in accordance 
graq ing rules. 


with NOFMA 


Consult us on your next 
requirements 


Ww 
x 
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THE OZARK OAK FLOORING 


OE | 


— <a 








COMPANY 
BISMARCK, MISSOURI 
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FIREPROOFED 


LUMBER NOW 
AVAILABLE from St. Louis 


Lumber, doors, millwork, flooring, paneling THAT 
WILL NOT BURN, that is decay and termite resistant, 
long available throughout the East from our Kenil- 
worth, N. J. plant, is NOW available from Fox Bros. 
Mfg. Co., 2717 Sidney Street, St. Louis 4, Mo. 


Prevent Fire With 
PYRESOTE 


All wood in public buildings, schools, hotels, hospitals and first 
floor joist and sub-flooring of 
homes should be treated 
against fire. Added cost only 
2% to 4% of 























structure. 








Get This Folder 
Today 






105 MARKET ST., KENILWORTH 2, N. J. 


Midwest Sales, Treating and Fabricating Facilities 


FOX BROS. MFG. CO. 
(Custom-Built Millwork) 


2717 SIDNEY STREET ST. LOUIS 4, MO. 
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Booklet on Hard Coal 
Burning Equipment 


“Are You Planning to Build, Re- 
model, Improve?” a booklet pre- 
pared by the Anthracite Institute, 
provides up-to-date information on 
hard coal burning equipment. The 
10-page booklet is easy to read and 
well illustrated. Briefly described 
are the advantages of all types of 
anthracite burning heating equip- 
ment, ranging from the simple 
hand-fired boiler or furnace to com- 
pletely automatic boiler - burner 
units. For copies write the Anthra- 
cite Institute, Dept. AL&BPM, 101 
Park Ave., New York 17, N. Y. 


Electric Hot Water 
Heat Generator 


Made of aluminum and copper, 
Precision electric hot water heat 
generators are built to last a life- 
time. Embodying several indi- 
vidual heating units, each auto- 
matically controlled, the generator 
offers perfect comfort regardless of 
outside temperature. .The factory 
assembled unit, ready to connect to 
electric and pipe lines, includes gen- 
erating tubes, thermostats, water 
circulator, flow control and safety 
valve. Designed for radiant panel, 
convector, baseboard, and radiator 
type heating systems, units of vari- 
ous capacities are available to meet 





every requirement. For illustrated 
folder write Precision Parts Cor- 
poration, Dept. AL&BPM, 402 N. 
First St., Nashville 7, Tenn. 


Contex Machine Adds, Subtracts 
and Multiplies 


The Contex adding machine, 
sturdily built, is a product of Dan- 
ish precision engineering. It is 
easy to operate—adds, subtracts 
and multiplies. Weighs only 24% 
lbs. The speed of the machine is 





reported to be three times faster 
than a tape listing adder. For fur- 
ther information write the Uni- 
versal Office Machine Co., Dept. 
AL&BPM, 33 W. Harrison St., Chi- 
cago 5, Ill. 


Eraydo Alloy Sheets and Rolls 


Illinois Zine’s Eraydo Alloy is a 
solid metal retaining the corrosion- 
resistant characteristics of zinc, 
and incorporating many of the ad- 
vantages of pure copper at consid- 
erable saving in cost. It can be set 
in earth, concrete or mortar without 
a protective coating; can be drawn, 
formed, rolled and spun. It solders 
readily, and can be finished with 
most industrial finishes after prim- 
ing. Now used for corrugated roof- 
ing and siding, gutters, elbows, 
conductor pipe, flashing, valleys, 
termite shields. For copies of de- 
scriptive folders, write Illinois Zinc 
Company, Dept. AL&BPM, 2959 W. 
47th St., Chicago 32, Ill. 





Hopkins Bag Truck 

For the most efficient use of the 
Hopkins Bag Truck, your ware- 
house floor or loading platform 
should be about on a level with 
motor truck floor, so you can load 
and unload from rear end of truck. 
If you pile your cement 10 or 12 
bags high, place one pile (5 or 6 
bags) on the 2x6 and place the 
next pile upon them. . No pallets 
are necessary. Lime, plaster, feed, 
fertilizer and asphalt shingles or 
any sacked material can be han- 
dled in the same manner as cement. 
The Hopkins Bag Truck will pick 
up five to seven bags of cement in 
less time and with less effort, ac- 
cording to the manufacturer, than 
it normally takes to handle one 
bag. Built to last a lifetime, the 
truck has 60-inch hardwood han- 
dles, roller bearing wheels and 
solid rubber tires. For illustrative 
folder write the Hopkins Lumber 
Co., Dept. AL&BPM, Memphis, Mo. 


New Folder on Concrete Floor 
Hardening and Dustproofing 

A new 6-page illustrated folder 
released by the Building Products 


Division of L. Sonneborn Sons, 
Inc., New York City, tells how con- | 
crete and terrazzo floors may be in- 7 


sured against wear for a material 
cost usually averaging less than 2 


cents a square foot by treating 
them with Lapidolith, patented 7 
Cross- |= 
section drawings show how Lapido- || 


liquid concrete hardener. 


lith penetrates deep into concrete 


to produce a close-grained, granite- 4 
hard, vitreous topping that stands 7 
up under heavy traffic, prevents the © 
formation of concrete dust, and © 


protects floors against the deteri- 
orating effects of many industrial 
oils and chemicals. The folder also 
includes photographs showing how 


the product is applied and several | ~ 
views of typical industrial floors | =| 
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Specialists in Oak Floor- 
General wholesal- “| 
~ ers of all lumber items. = 


Contact us on your 





Srorerney irere = 





needs. 














IS R. A. Long Bldg - We Stock 
Kansas City 6, Mo & aight & Bent Boiler Tubes 
~ SEATTLE BOILER WORKS 
anseat Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 








BURNER wit 
CONE GRAT 


*Burns 25°, More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS—5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 





— 
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Yes, watch LUMITE and get on the bandwagon! Get set to cash 
in on the biggest advertising campaign ever put behind a 
screen cloth—even bigger—even harder-hitting—than LUMITE’s 
record-breaking 1948 advertising campaign. Ask your whole- 
saler about all the new sales helps LUMITE has developed for 
you—topped by the amazing new LUMITE Screen-O-Mat—the 
most important merchandising help in screen cloth history! 
And get your order in now for your stock of LUMITE . . . get 
set to take care of customers who'll be asking for it. 


LUMITE DIVISION + CHICOPEE MFG. CORP. 
47 WORTH STREET, NEW YORK 13, N. Y. 














Far less replacement will be needed 
in the next generation if lumber 
used now is protected against rot 
and termites with 


The Original 
Modern Wood Preservative 


Scores of manufacturers—thousands 
of dealers and builders—have found 
it the best investment possible in 


wood preservation. 








Specify 
“Par-Tox Treated” 
on your next order. 


80 years of service 
to the sash and door 
industry. 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 








BALANCER ACTION — for free- 


sliding sash without spirals, pulleys, 
weights or cords. 


WEATHER-STRIPPING BENEFITS 


— insure snug-fitting sash; no dust, 
draft or rattle. 





U.S. Pat. No. 2,187,412 


There’s real economy in handling and installing Air-tite 
Window Stays. One operation takes command of any double- 
nung window for balancer action and weather-stripping 
benefits — saving over 50% in time and materials. These are 
real benefits to pass on to the house-buying public. 


Air-tite Window Stays, set in both upper and lower sash, 
apply evenly-distributed pressure toward the parting bead. 
‘he plunger of each Stay expands or contracts against 18 
‘bs. of spring action, affording free-sliding, snug-fitting 
windows under all conditions. 


Architects, builders, dealers 
and jobbers are invited to 
write for full installation 
specifications and prices. 








LIGHT 


AND EASY TO CARRY 


Put it where you 
need it! 





sae Sl 


STANDARD LITEWATE 
Sectional Roller Conveyor 


—ideal for loading and unloading. Handles commodi- 
ties up to 60 Ibs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as 4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 1% in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
your truck. For complete information write for Builetin 
AL-128. 


STANDARD 
CONVEYOR COMPANY 
North St. Paul 9, 
Minnesota 


CONVEYORS 
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treated with Lapidolith, as well as 
a partial list of prominent users 
and testimonials citing specific case 
histories. A copy of this folder 
may be obtained by writing Build- 
ing Products Division, Dept. 
AL&BPM, L. Sonneborn Sons, Inc., 
New York 16, N. Y. 


resin base, it is completely water- 
proof and has exceptional adhesive 
qualities to wood, metal and con- 
crete. According to the manufac- 
turer, exhaustive tests have proved 
it to be completely unaffected by 
soaps, oils, detergents, greases, 
salts, alkalis, brine petroleum sol- 


















































vents and most acids. It has an 
amazing resistance to wear and 
corrosive fumes. Ideal for garages, 
service stations, industrial, chem- 
ical and food packing plant and 
similar uses where high wear-re- 
sistance is demanded. Having no ob- 
jectionable odor, it is very suitable 


New Foster Floor Enamel 


Beniamin Foster*Co., paint man- 
ufacturers for over 40 years, an- 
nounces a new Vinyl Floor Enamel 
—a fast-drying, extra-tough enamel 
said to stand up under rigorous 
use. Made from vinylite brand 





for home laundries, playrooms, 
basements, workshops and kitchens. ) 
Write Benjamin Foster Company, , Y 
Dept. AL&BPM, 4635 W. Girard 4 


Ave., Philadelphia 31, Pa. 





NORTHERN 
HARDWoows 


SOFT Woops 


CAYUTA BRAND = = Joint Cement and Perforated : a 
HARDWoopD ITT. EEG) Z, Paper Joint Tape 
FLOORING GQ: —_—— CH. W) The Reardon Company has an in- Z t 

penned Late We are now able to offer the following stock formative brochure—Short Course i. 














MAHOGANY which is thoroughly dry: , Vif: No. 901—illustrating “Dry Wall 1 
WALN UT eGo &, Bir, KD on hand ~ gaa # : — with the use of : 
a . - 50 ar ; ‘ y. . 
SAWMILL 2 cars Ot es Cam: & Dus, Enchory eardon’s Joint Cement and Pe: ; 
00,000'F 1 car 8/4 s.w. & Btr. Appalachian White Oak : 
CAPY. 25.0 2 cars 4/4 #2 Com. & Btr. Beech i 
' 4 2 cars 8/4 #2 Com. Poplar } 4 
( . a 

k tp th tt hl i YUL gid, Mb 
ME YUL 
" omy Dp 
Craig Mouritain‘LumberC 3 
t . 
raig oun ral ne by Cares er 0. n 
oe Py “ us “ez yn drs leh, CY ONS : 
WAY x A Netrl® a ee Me ! 


Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 


Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 








forated Paper Joint Tape. Both 
cover over, or joint the cracks be- 
tween sections of wallboard or plas- 
terboard. Reardon’s tape, which is 
a perforated tape with sanded, ta- 
pered edges, insures a rigid joint. 
It guides straight, makes the op- 
erator’s work easier, and does not 
wrinkle under the knife. The ce- 
ment is used to hold the tape in 
place. After a dry wall job is com- 
pleted, it is ready for finishing and 
may be papered, painted or tex- 
tured. If Reardon’s texture paint 
is used (a dry powder mixed with 
water), the sanding operation can 
be eliminated. Write for Short 
Course No. 901—The Reardon Com- 
pany, Dept. AL&BPM, 2200 N. 
Second St., St. Louis 6, Mo. 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 


Lumber shipments of 406 mills reporting to the 
National Lumber Trade Barometer were 16.2 percent 
below production for the week ending November 
13, 1948. In the same week new orders of these mills 
were 26.0 percent below production. Unfilled order 
files of the reporting mills amount to 31 percent of 
stocks. For reporting softwood mills unfilled orders 
are equivalent to 20 days’ production at the current 
rate, and gross stocks are equivalent to 63 days’ pro- 
duction. 

For the year-to-date, shipments of reporting iden- 
tical mills were 0.8 percent below production; orders 
were 2.9 percent below production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 55.6 per- 
cent above; shipments were 45.5 percent above; orders 
were 28.4 percent above. Compared to the correspond- 
ing week in 1947, production of reporting mills was 
4.3 percent below; shipments were 24.9 percent below; 
and new orders were 29.1 percent below. 


Southern Pine 


Production of Southern Pine by the 108 mills re- 
porting to the Southern Pine Association for the week 
ending November 20, 1948 was 17,151,000 feet. This 
was 1.93 percent below the three year average. Ship- 
ments for the week totaled 16,005,000 feet or 6.68 
percent below production for the same period a year 
ago. Orders were 14.26 below the three year average 
and totaled 14,995,000 feet. 


Western Pine 


The 103 mills reporting to the Western Pine Asso- 
ciation for the week ending November 13, 1948, cut 
69,892,000 feet. The same week a year ago the cut 
amounted to 63,986,000 feet. Shipments were 54,661,- 
000 feet compared with 64,491,000 feet for the same 
period last year. Unfilled orders at the end of the 
week stood at 142,865,000 feet as compared to 152,691,- 
000 feet last year. Week end unfilled gross stocks 
amounted to 850;452,000 feet. 


In the Lumber Centers 


TACOMA—Reports that settlement of the West 
Coast maritime strike is imminent are being received 
enthusiastically by lumbermen here. Unquestionably 
the absence of waterborne shipping space has had 
an adverse effect upon the lumber market during the 

weeks, although just how extensive this has 
is difficult to measure. Stockpiles have been 
umulating during the tie-up and operators expect 

‘sumption of ship movements to cut into these 
ieavily. Mills and shipping agencies are prepared to 
“CO everything possible to expedite lumber movement 
soon as the strike is over. Meanwhile rail movement 
ntinues to maintain its high peak, with all available 
Space being pressed into service to make deliveries. 
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espite the maritime strike the volume of lumber 
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Southern Pine | | 

\ Consult us KILN DRIED BOARDS i | 

4/4 AD for prompt shipment | 
Hardwoods 


Our recently doubled kiln capacity 
enables us to ship considerably more 
kiln dried boards, with special em- 
phasis on 


1x6 RL #2 KD-S4S, $25 & CM, 
Pats. 105, 106 and 116 Siding 


Manufactured to the well-known 
Scotch Lumber standards. Depend on 
Scotch Lumber for trustworthy values. 


SOUTHERN PINE 
SOUTHERN 
HARDWOODS 





— 
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SCOTCH LUMBER CO. | | 
) FULTON ALABAMA | 
(I Mixed Cars a SpecialtyeMember SPIB and NHLA | 
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DEALERS 
mombor / 


If your contractor, homeowner 
or others have a problem with 
water or dampness, The 
THORO System will correct 
and solve the problem. 


Every cellar, garage, cistern, 
pool, milkhouse, stable, pen 
and dairy barn needs THORO- 
SEALING, to keep water out 


of the walls. 
44 


4 \ AN Ne 
WATERPLUG .. to stop the leaks 
THOROSEAL. to fill & seal the surface 
QUICKSEAL . for a beautiful finish 


* 


THE THORO SYSTEM Products make friends, 


new customers and a substantial profit for the dealer 


WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 


Box X, New Eagle, Penna. 
Telephone Monongahela 67 








-L. H. Lb. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 











A Sustained Yield Operaticn 


E. J. Linke, Pres. 
Graham Griswold, Secy. & Treas. 





Guy Haynes, V. P. 
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Douglas Fir. Lumber 
Pine, Cedar 


Hemlock 


Your orders and inquiries solicited. 





THE GRISWOLD 


FAILING BLOG. PORTLAND ORE. 








PP.” 
C Me a 


of WEST COAST 


LUMBER 


AND ALLIED PRODUCTS 
Write or Wire: 


HILL-BEHAN 


LUMBER Co. 


WESTERN DIVISION 
PHONE 6972 
610 WILLAMETTE ST. 


Wholesale 


»markdowns of several dollars on common grades, but 





LUMBER CO. 


TWX EG25 
EUGENE, ORE. 





LUMBER MARKET 


shipments has been tremendous for the year and had 
it not been for the disruption of recent months, a 
new record unquestionably would have been estab- 
lished for 1948. There has been no apparent change 
in the price situation although some slackening of 
buying has been reported.Productioon is maintaining 
its regular volume, no lack of logs or dearth of labor 
being reported. Weather conditions have been mild 
and conducive to normal woods operations for this 
season of the year. 


KANSAS CITY—Demand for lumber has slowed 
up perceptibly in the Southwest, due largely to two 
factors. For one thing, a critical supply situation 
has developed in cement, and the shortage is so acute 
that it has affected building and contractors are de- 
laying construction. Without cement for foundations 
and bases, the need for lumber has been cut. Secondly, 
retail yards remember too well what happened a year 
ago when they built up inventories in fear of rising 
prices, which did not materialize and they were caught 
with high price stocks during the winter. Yards want 
to keep their stocks lower for income tax purposes, 
too. Prices of lumber have generally held at recent 


for good and selects the prices remain unchanged. 


SEATTLE—Output of logs, lumber and shingles 
continues high. Weather and labor factors have been 
favorable all Fall. Inventory of logs as of November 
lst reveals a very satisfactory position. On Puget 
Sound logs totaled 591,208,000 feet. In October the 
inventory was 560,519,000 and on November Ist a 
year ago the figure was 567,307,000 feet. Columbia 
river reports a very similar position with logs total- 
ing 504,307,000 as of November Ist. On October Ist 
the total was 465,733,000 feet. On November Ist a 
year ago the total amounted to 546,084,000 feet. 
Current inventory of Grays Harbor is 101,610,000 
feet as against 104,695,000 a month ago. On November 
Ist 1947 Grays Harbor reported 65,517,000 feet. 
DEMAND-PRICES—The lumber market is con- 
siderably weaker than afortnight or a month ago. 3 
Prices have dropped on all items. Even vertical grain [> 
flooring is weaker. Most informants believe the weak- [3 
ness is due to overproduction which has been inten- (7 
sified by the shipping strike blocking many normal 
outlets. 


MEMPHIS—The hardwood market throughout the 
South has experienced few major price changes dur- 
ing the past two weeks. The lower grades have eased 
off some but the better grades—Firsts and Seconds 
and Number One Common—generally are holding 
firm along levels. Number two common of the oaks “& 
is in steady demand by the flooring mills which are |7 
apparently facing an insatiable demand. Oak flooring 
continues to maintain record producticn week after 
week, yet, except for the lower grades, inventories in 
the hands of manufacturers are practically negligible. 77 
Retailers are becoming more insistent that they get 
quality oak flooring and this is tending to throw 
some of the manufacturers’ production into the stock 
sheds. Buying of hardwoods by the furniture = in- 
dustry has revived after a brief letdown. 
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Here's How 
to Cut Your Building Costs 





AMERICAN-BOWSTRING WOOD TRUSSES 


More Economical! They eliminate costly footings, posts and 


center walls—save on brick work - cut labor costs, too. 


Faster! No delay on deliveries—your trusses are ready when 
the walls are up. 


Reliable! Made by the oldest, largest exclusive manufacturers 
of timber trusses in America. 


Write for free catalog today! 


ve 
AMERICAN Roof ‘Lew fs. 


William and Raymond Waddington 


ste Stony Island Ave., Chicago 49... PLaza 2-1772 





Established 1922 











One of the large 
Pacific Northwest manufact- 
urers of stock fir millwork 
invites your immediate inquiry 
by phone, wire or air mail. 


ANY WOODWORK ITEM IN CARLOAD LOTS 


2ASH-TRIM- FRAMES - DOORS 
BU RKE MILLWORK 


3201 FREMONT AVE, SEATTLE 3, WASH. 
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Smart Selling cuPRINs 
STOPS ROT 


With every delivery of lumber he makes, a dealer in 
New England includes Cuprinol Wood Preservative, 
subject of course, to return. But 90% of the deliveries 
are accepted with thanks for the reminder to protect 
the lumber. 


Here is your opportunity to take advantage of the 
growing interest in the preservation of wood against 
rot and termites with Cuprinol, the original copper 
naphthenate surface applied preservative. 


Write for prices and information 


CUPRINOL Division, 
53 Maple Street 


Darworth Incorporated 


Simsbury, Conn. 











EEC 
SELL CHIMNEYS TOO | 


re ackagedChianey 


FOR ANY HOME 











Furnished complete, ready for installa- 
tion. SAFEST Chimney ever built, 
Underwriters’ Lab. approved for ex- 
treme firing—FHA acceptance. All fuels 
— Light weight, needs no foundation. 
Suspends from ceiling on floor joists. 
A lifetime chimney — tile lined — insu- 
lated. Costs third to half less than 
brick. Easily installed, summer or win- 
ter, by anyone in 3 to 4 hours. Imme- 
diate delivery. 


® A Packaged Product 
® Protected Territory 
® Nationally Advertised 


WRITE FOR FREE BOOKLET 


VAN-PACKER CORPORATION 
134 South Clark St., Chicago 3 
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TRADE MAGAZINE EDITORS who were judges in public relations contest sponsored 

by the National Retail Lumber Dealers Association. Left to right: C. T. Parsons, 

Southern Lumber Journal; Robert Kerr, AMERICAN LUMBERMAN;; Jack Parshall, 

Building Supply News; W. G. Grinols, Mississippi Valley Lumberman; Stanley Horn, 

Southern Lumberman; Dexter Johnson, Western Building; Charles Hestwood, Retail 

Lumberman; Donald Moore, Southern Building Supplies; Newell Clark, kneeling, 
American Builder. 








Cc. B. Sweet Named 
President of NRLDA 


C. B. Sweet was named president 
of the National Retail Lumber Deal- 
ers Association at the annual meet- 
ing of the organization in Miami, 
Fla., November 8-11. Mr. Sweet, who 
served two terms as vice-president 
of the NRLDA, succeeds Norman Ma- 
son, North Chelmsford, Mass. Clyde 
A. Fulton of the Colburn-Fulton Lum- 
ber Co., Charlotte, Mich., was named 
vice-president of the association. 
Headquarters for the retail lumber 
organizations are in Washington, D. C. 

The new president of the lumber 
dealers is from Longview, Wash., 
where he is Pacific Northwest division 
manager for the retail department of 
The Long-Bell Lumber Company. He 
has been active in retail lumber af- 
fairs for many years and has held 
several posts on nation-wide building 
policy committees. 


Mr. Sweet has spent 26 years in 
the lumber business. He started at 
Longview, when the city of Longview 
was under construction, as a member 
of the labor crew at the building sup- 
ply yard. He is one of the youngest 
men to head the national retail asso- 
ciation. 

























for Retail Lumber Dealers Assn. 


ground, qualifications, age, etc. 


Detroit District Retail Lumber Dealers Assn. 
13544 Woodward Ave., Suite 200, Detroit 3, Mich. 





WANTED: Secretary - Manager LUMBER for SALE 


HARDWOODS SOFTWOODS 
a a man 35 to ~ _— of - —_ —— DOMESTIC and FOREIGN 
ability, strong personality and a working knowledge o 
the retail lumber business. A good position for the right VENEERS PLYWOOD 
man. Present manager is retiring after 13 years of 
service. In replying give complete details of back- LARGE STOCKS IN ST. LOUIS YARDS 


Write, Phone or Visit 


— FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 








CEntral 5250 

















AW TY, 















een lC WATER K 


Protection Products Mfq. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 





ATTN. D. M. McCuintock LumBer Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


NT | Douglas Fir, Red Cedar, Sitka Spruce 
a and Hemlock Lumber — Shingles 


LU nA Mie Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 


Silver Peak Lumber Co., Riddle, Oregon 


Mill Agents for 
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| Donley 


ACCESS 
DOORS 


The popular line of 
Donley Access Doors now 
comes in just three sizes, 
as shown in the table be- 
low. Every job should in- 
clude one or more of these 
convenient devices for get- 


ting at pipes. valves, 
switches or connections 
between walls without 


tearing out plaster. Frame 
has holes for nailing and 
for plaster key. Flush, 
steel door is decorated 
uniformly with wall or 
ceiling. Held in place by 
lugs at one end and but- 
ton at other, turned whien 
necessary by screw driver 
inserted in screw slot ai 
outer end of pivot. Donley 
frame permits plaster 
grounds. Largest 16’ x 20°’ 
size most often used in 
residential bath rooms. 
Send for Donley Catalog 
of metal building special- 
ties. 


Just Three Sizes 


C—OVERALL SIZE 











Lala 


Donley Brothers | 
Company 


13928 Miles Ave., Cleveland, ot 


The 


TT 





k—_———— A-—DOOR SPACE AND WALL OPENING 
EE aaa B—CLEAR OPENING 


ACCESS DOOR DIMENSIONS 
Where 2 Dimensions Are Given—Ist is Width 
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The W. T. Smith Lumber Company, with one of its 
mills shown here, stands as a symbol of sound, effi- 
cient operating methods. Selective cutting, conser- 
vation and emphasis on quality has built this com- 
pany into one of the South’s largest. 


Experience, modern plants and a permanent source 
of supply mean that you always will profit when 
you use the quality service and lumber production 


of W. T. Smith. 


Selective Logging Assures Permanent Supply 


OW IN OUR 64th YEAR 
LUMBER MANUFACTURING 


SELECTIVE LOGGING ASSI 
PERMANENT SOURCE OF 








RES 
SUPPLY 


TY 





-W.T.SMITH LUMBER CO. 


PS¥ELLOW PINE AND HARDWOODS 


DUILDING Proructs MERCHANDISER 





CHAPMAN, ALABAMA 
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SPECIALLY MAGE FOR AB/MING SREFTRERK 


CONCEALS AND 
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*T. M. Reg. U.S. Pat. Off. 
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SELL THE 


PERF-A-TAPE 


JOINT SYSTEM 


—y 


Ace 


SS 
Increase customer confidence 
It’s the method perfected by the 
makers of famous SHEETROCK* gyp- 
sum wallboard, thus is backed by 
years of dry-wall know-how. You 
can recommend it with assurance. 
So, play safe—sell PERF-A-TAPE* 
reinforcement and cement... made 
exclusively by .. . 


States Gypsum 








| 
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Gypsum « Lime - 


For Building « For Industry 
Steel + Insulation - Roofing + Paint 


® 
2 
ae 
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for LUMITE sales 
will soon be here! 


*® 


LUMITE has set new sales records every year. And — 


Woven of saran 





49 will be best of all. Becuuse LUMITE is going to 
back you with the biggest, hardest-hitting advertising 


campaign yet—plus the best and the most sales helps 


- ever offered to sell screen cloth. Ask your wholesaler 
about the amazing new LUMITE Screen-O-Mat. And 
get your order in now for your stock of LUMITE screen- 
ing. Get set to cash in on the big demand for LUMITE! 





LUMITE DIVISION > 


CHICOPE 


EM 
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National Home Week Plans for 
1949 Set by Home Builders 


The second annual National Home 
Week, during which companies in 
every phase of the home building in- 
dustry will report to the public, will 
be conducted September 11-17, 1949. 
Home Builders in leading cities, ac- 
cording to NAHB, will throw open 
model homes to the public and hold 
on-site demonstrations of latest build- 
ing methods. New materials, house- 
hold appliances and other supplies 
will be highlighted in displays from 
coast to coast. 

The magnitude of the National 
Home Week celebration is somewhat 
indicated, according to NAHB, by the 
size of the market for homes, house- 
hold products, building supplies and 
related articles. More than $8 billion 
is being spent this year for the 
million new homes which are be- 
ing built. This is in addition to the 
money which is spent annually for 
renovating, obtaining household ap- 
pliances and normal maintenance of 
millions of other dwellings. 


Barclay Expands 
Production Facilities 

Barclay Manufacturing Company, 
Inc., producers of wall and ceiling 
paneling, recently purchased the Le- 
high Building at 385 Gerard Ave., 
New York 51. This purchase will en- 
able Barclay to combine all activities 


under one roof and permit expanded 
production facilities. New plans for 
the building include alterations to 
accommodate the very latest produc- 
tion equipment, designed by Barclay 
engineers. 


Masonite Awards Contract 
for California Plant 


Masonite Corporation, Chicago, has 
awarded the contract for construction 
of its hardboard manufacturing plant 
at Ukiah, Calif., to Barrett & Hilp, 
of San Francisco. The estimated maxi- 
mum cost of the work is in excess of 
$900,000. 

The factory building, expected to 
be completed by next June, will house 
the manufacturing unit, tempering 
plant and warehouse. Its overall 
length will be 1,000 feet, with the 
width varying from approximately 100 
feet to 300 feet. It will have concrete 
floors, steel frame and corrugated 
metal siding. The roof will be of pre- 
cast concrete slab. The engineering 
was handled by Masonite’s engineer- 
ing department under the direction of 
Frank G. Lesniak, chief engineer. 

A one-story office building of frame 
construction, 92 by 40 feet, is being 
erected under a separate contract, 
which went to Frank M. Crane, of 
Ukiah. Floors and exterior walls will 
be of tempered hardboard, and interior 
walls of standard hardboard. The 





SECTIONAL GARAGE DOOR 


as modern as tomorrow 





LOOK AT 
THESE CALDER 
FEATURES 


@ Sturdy aluminum 


trame 


@ Heavy, tough alumi- 


num hide 
@ Exclusive track and 
roller design wedges 


door tight with no jam- 
ming 
@ Track joints always: 
in line 


@ Oil resistant Neo- 
prene tired rollers 
@ Bind-proof locking 


mechanism 
@ Interlocking weather- 
proof joints 
® Sections individually 
replaceable 


This is the Door to Bigger Profits 


Outstanding features of Calder 
Overhead Garage Doors make sales 
easy because their superiority is 
quickly recognized. Generous 
dealer discounts make them an ex- 






THE CALDER 


86 


MANUFACTURING CO., 


ceptional opportunity for progres- 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. W rite 
for full information today. 


Lancaster, Penna. 





building will be air-conditioned. Vic- 
tor G. Wandmayer, of San Francisco, 
is the architect. 

Awarding of these contracts is the 
second major construction step in 
the execution of the west coast ex- 
pansion program announced by Ma- 
sonite last March. The project in- 
cluded purchase of a factory site of 
114 acres for a logging road from 
the plant site into the company’s tim- 
ber reserve. Construction work on the 
road was started in July. This con- 
tract is held by Utah Construction 
Company, also of San Francisco. 


Future Program 
Charted by LFA 


Plans for a national forestry fes- 
tival to be held in Louisiana during 
1949, and developments of the Keep 
Louisiana Green campaign, highlight- 
ed a meeting of the Louisiana For- 
estry Association held November 16 
in Alexandria, La. 

The Keep Green Campaign, a plan 
of public education in forest fire pre- 
vention, is being sponsored by the 
State Association. Similar programs 
have already been successfully or- 
ganized in 23 States, according to 
John B. Ferran, executive secretary 
of the group. 


Diamond Match Buys 
Maine Lumber Company 


The purchase by The Diamond 
Match Company of the business and 
property of Cooper and Company, 
Belfast, Maine, lumber concern, has 
been announced by Joseph E. Duffey, 
vice-president in charge. of timber 
and lumber operations. The company 
will be operated by Diamond as part 
of its chain of 35 New England re- 
tail lumber yards and building sup- 
ply stores, Mr. Duffey said. Diamond 
has 68 similar yards on the west 
coast. 

Established in 1865, Cooper and 
Company serves a trading area with 
a population of about 80,000. Mr. 
Duffey said that the new Diamond 
outlet will carry a complete line of 
building materials for homes, farms 
and industry. 


"Summit of Service" Promised by 
Aetna Plywood and Veneer Co. 

The “Summit of Service” is prom- 
ised by the Aetna Plywood and Veneer 
Company as it expands to serve cus- 
tomers on the eastern seaboard with 
quality plywoods. J. B. Brawner, 
manager of the new sales office and 
warehouse, states “we are ready to 
give ‘same-day’ service on plywood, 
Wal-Lite Tileboard and Consoweld 
Plastic Sheets.” The parent company 
in Chicago has already shipped se- 
lected plywood panels to the Richmond 
(Va.) Warehouse at 12th St: and Din- 
widdie Ave. An announcement card 
and price list giving details of stock 
items have also been sent to Aetna 
customers in Virginia, North Caro- 
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3 Cars 33/32x2'1/4” 
SECOND Grade 
MAPLE FLOORING 


class industrial installations. 
dependable manufacture. 





Flooring for Prompt Shipment. 


TELLS LUMBER CO. 


MENOMINEE ca MICHIGAN 


This stock is well-recommended for high 


‘Our usual 


Ask us also about Third Grade Maple 








Lindsey 8-Wheel Tractor Wagons 


are ideal for tractor logging. They are used singly or in 
trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 























Wholesale Distributors 


Lumber 
Stock Millwork 
Builders’ Supplies 


land 


BUILDING INDUSTRIES, tne. 


— 
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907 EAST MICHIGAN STREET , , . INDIANAPOLIS 6, IND. 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


eee 


Rainelle, W. Va. 
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THE LIVING BEAUTY OF NATURAL WOOD 


Inlay Pictures — Wood Mosaic Masterpieces — Twenty- 
four to choose from — Handmade of rare, precious woods 
from all over the world — Applied on 5%” plywood plaques 
— Many matching sets — Sizes from 10” x 14” to 16” x 
25” — Very reasonably priced — Supply limited. 


Write Today for ILLUSTRATED BROCHURE & PRICE LIST. 


PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chicago 22, Illinois 
Phone ARmitage 6-7100—Teletype C. G. 305 
Branch Warehouse: Grand Rapids 4, Mich. 
Sales Offices: Detroit, Mich.—Milwaukee, 
Wis.—Indianapolis, Marion, West Lafayette, 
Ind.—Richmond, Va. 











“Matter of pride,” said Homer 


“People remember me for the job I do. If the roof leaks 
... it’s me they’re after, not the people who made the 
shingles. A long while ago I stopped worrying on that . 
score.” He pointed to a square of shingles. “There’s my 
insurance ... Bird Master-Bilt Shingles. They look bet- 
ter, and wear better ... help me do a better job. That’s 
good because I get more jobs. It’s like a partnership 
«« «men Bird.” 


East Walpole, Mass. 
New York 


Chicago 
Shreveport, La. 


















IS PLANNING AHEAD 
FOR LONG TERM OPERATION 





Ozan's reforestation program has now: 
progressed to the point where a con- 
tinuous timber supply appears assured. 
Our next step is to modernize our 
manufacturing equipment. A new and 
ultra-modern mill is being planned to 
utilize the product of the log as fully 
as possible. 


Depend on Oran to keep out 
in front—in quality of prod- 
ucts and service to customers. 
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J. B. BRAWNER 


lina, Washington, D. C., Delaware 
and Southern Pennsylvania. The sales 
personnel at 208 South Sixth St. offer 
their experience in helping plywood 
users to select the right type of ply- 
wood for the right job. 

The foundation of Aetna Plywood’s 
extensive business of today is built 
on the appreciation of its function as 
a plywood distributor: “It is the duty 
and true function of the plywood dis- 
tributor to 1) know his customer’s 
needs, 2) know the mill facilities and 
capacities in production and 3) make 
plywood available by efficient ware- 
house methods for immediate deliv- 
ery,’ #n Aetna representative an- 
nounced. Aetna has three additional 
warehouses—two in Chicago, and an- 
other in Grand Rapids, Mich. With 
the slogan “Summit of Service,” Aetna 
Plywood asks plywood, tileboard and 
plastic sheet users to send require- 
ments to them and test this service 
theme. 





Tap Your Market 





(Continued from page 51) 


water pumps have proved an ex- 
cellent sales item. 

Spring and fall sales are held to 
clear out the customary hard-to-get 
rid-of items. A door prize is given 
away daily to encourage these sales. 

A carefully planned advertising 
program is based on a maximum 
of two percent of gross sales (114 
percent in 1948). It includes news- 
paper space in two weekly news- 
papers and one daily; radio time 
and direct mail. Every customer 
receives a Christmas letter thank- 
ing him for his business at Rora- 
bacher’s. 

Mr. Rorabacher, as he went 
along, has been alert to every new 
merchandising opportunity. 

“The first thing I turn to in 
AMERICAN LUMBERMAN,” he says, 
“is the New Products Section 
When I see a new item we haven’t 
got, I find out why.” 











Appointments and 
Promotions 





J. P. Moyer, president of the J. P. 
Moyer Lumber Company, Inc., well 
known lumberman of Montgomery, 
Ala., announces the appointment of 
J. M. Wimberly as sales manager. 
Mr. Wimberly is an experienced lum- 
berman, having first entered the lum- 
ber business as bookkeeper and pur- 
chasing agent for the Macsee & Fel- 
ton Lumber Company, who operated 
a double band mill in Macon, Ga. He 
later transferred to the sales depart- 
ment where he became assistant sales 
manager. After three years with that 
company, he became sales manager 
for the L. N. Lafferty Lumber Com- 
pany, then located in Philadelphia, 
Pa. He spent six years with the Korn 
Company, lumber manufacturers, of 
Sumter, S. C., handling the sales and 
sales promotion. During the recent 
World War, Mr. Wimberly served six 
years on active duty with the U. S. 
Army as a Reserve Officer, leaving 
the service with the rank of Lieuten- 
ant Colonel. For the past year, he 
has been sales manager for the Flack- 
Beane Lumber Company, lumber 
manufacturers, of Montgomery and 
Brundidge, Ala. 


William B. Lloyd, who recently 
joined the staff at Michigan State 
College, in Housing and Lumber 
Merchandising, is a graduate from 
New York State College of Forestry 
at Syracuse University. In 1937 he 
was awarded the Graduate Assistant- 
ship in the Department of Forest 
Utilization. Mr. Lloyd’s industry ex- 
perience has been with the R. T. Jones 
Lumber Company, North Tonawanda, 
N. Y.; the Lisbon Company, Inc., 
Lisbon, N. H.; F. M. Sibley Lumber 
Company, Detroit, Mich. During the 
war, from 1941 to 1947, he served as 
Aerial Navigator and Meterologist in 
the Army Air Forces. He had 15 
months overseas duty, Southwest 
Pacific theatre, and reverted to inac- 
tive duty as Major, Air Corps Re- 
serve. 


The Lowe Brothers Company, paint 
and varnish manufacturers of Day- 
ton, Ohio, has just announced the 
promotion of three men to positions 
of greater responsibilities in district 
and division sales capacities. 

Lester F. Rainwater has been ap- 
pointed as southern district sales su- 
pervisor with headquarters in At- 
lanta, Ga. Prior to his association 
with Lowe Brothers Mr. Rainwater 
was active in sales and promotional 
work in the building material field 
throughout the southeast. He re 
places B. M. Townsend who has bee! 
appointed to take over special sales 
work in connection with the com- 
pany’s maintenance and _ industrial 
products division. 

Elmer C. Hilberg has been named 
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northern Pacific division manager in 
charge of the company business in 
/ Washington, Oregon and Idaho. He 
— || has replaced T. H. Taylor who will 
© retire December 1, 1948. Mr. Hilberg 











7 ¢ ) first entered the paint field in 1925 
vell % and since then has devoted his time 
ery, f to many different phases of the paint 
of Re business. 

ger. i! Paul M. Hutchison has been ap- 
um- | pointed as inter-mountain division 
um- Ke manager. He has _ established his 
pur- | headquarters at Denver, Colo., and 
Fel- bo will coordinate all Lowe Brothers 
ated [| sales in the Rocky Mountain states 
He ba area. 

yart- 8 ; baprastcnenlsnited 

sales a W. L. Bone, manager of the Long- 


Bell store in Coffeyville, Kans., for 
the past three years, has just been 
‘om- >’ named as the new manager of the 
phia, ' Long-Bell building material store in 
Korn ras Wichita, Kans. Mr. Bone succeeds 
> J. W. Garrott, who after 42 years 
with the Long-Bell Company, has 
reached the retirement age. 
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The appointment of W. A. Joseph to 
the position of sales manager of the 
Tygh Valley Lumber Company, was 
announced by H. H. Pein, president of 
the firm. Mr. Joseph was associated 
for many years with the Weyer- 
haeuser Sales Company in the mid- 
west. The Tygh Valley Lumber Com- 
pany operates mills in Tygh Valley 
and Dufur, Ore., specializing in Pine 
and Fir lumber; main _ office—1002 











pe S.E. 9th Ave., Portland, Ore. 
Bsn Dr. Frank H. Kaufert, Chief of the 
97 he Division of Forestry of the University 
aaah of Minnesota, announced that Borge 
Seneil Lund-Thomsen, a Danish forester, is 
ry ex- employed for the coming year at the 
Sense Cloquet Experimental Forest. Ar- 
veal rangements to bring Mr. Lund-Thom- 
Soc. sen to the United States were made 
anal through | the Scandinavian-American 
ng the Foundation. 
ved as a 
ist in 
ea is |) OBITUARIES 
thwest RR a eR eemRmNRtaRE 
0 — Goyne O. Doggett, 82, president and 
ps treasurer of the Doggett Lumber 
Company, Charlotte, N. C., died at 
7, paint his home October 22. In 1909, Mr. 
f Day- Doggett took over the lumber business 
ed the = Charlotte in which he had been 
seitietl a stockholder for several years. The 
district name. was changed to Doggett Lum- 
ber Co., and in 1922 operations were 
een ap- sab to the location on Park 
en a . a, where the company now does 
in At OE — ss with Harrison Doggett Cole, 
ociation 2 — Saon, of G. O. Doggett, as first 
inwater vi re tocaprmagr Mr. Doggett haw 
notional My 78 the business until a short 
al field fm ‘ime before his death. 
Te- fe ry 
as beet © (om H. Hatwan, 63, passed away 
A] sales fam se ; month shortly after he had been 
e com if rie injured in an automobile 
dustrial sccicent. Mr, Hatwan was manager 
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Thompson Yards, Inc. at Tabor, 
» tor the past 31 years. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6& Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
oint style. No cuts or special borders allowed. 
or advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. ublisher reserves right to classify, 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge $2.00 


For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 


When answering box numbers or mailing copy 
tor ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 


Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Address E-42, American Lumber- 
man. 











Northern Michigan saw mill wants Hardwood 
lumber inspector. State experience and age. 
Address Box C-65, American Lumberman, Inc. 





SAW MAKER—Experienced, on large Circu- 
lars or Band imum por ceeey work, 
R. HOE & CO., Inc., 910 E. 138th St.. New 
York 54, N. Y. 








Wanted—Lumber and millwork office man. 
Capable taking material from plan and small 
home ——-. : yh location. — 
particulars fully. erience, age, salary 
wanted, etc. Rites F-59, American Lum- 
berman, Inc. 





MILLWORK DETAILER 


Wanted: An experienced special Millwork 
detailer who is able to detail and bill into 
the shop, churches, and fancy houses. Ex- 
cellent y gga f for the right man. Ad- 
dress F-55, American Lumberman, Inc. 





Experieced hardwood lumberman wants suc- 
cessful hardwood lumber commission or 
wholesale man to form commission sales 
company. Man wanted to act as operator of 
the business. Advertiser will supply large 
quantities hardwood lumber, millwork, etc. 
Address G-38, American Lumberman, Inc. 





SALES REPRESENTATIVES WANTED 


to travel Iowa, Ohio, Oklahoma, Texas. 
Salesmen with following, to call on lumber 
ards and hardware stores for fast selling 
items of builders hardware. Liberal commis- 
sion. Must own car. Address G-28, American 
Lumberman, Inc. 





HELP WANTEL 








Superintendent Wanted 


For Northern Hardwood Saw Mill including 
Planing Mill and Dry Kilns. Good oppor- 
tunity for man with proven record. State 
age, experience and references. Address 
D-55, American Lumberman, Inc. 





Wanted by large, old, established firm op- 
erating sash and door jobbing house and 
wholesale lumber yard, two experienced 
salesmen for rich territory. Also selling 
straight cars all products for shipment direct 
from mills. Handsome income guaranteed 
for real producers. Address F-50, American 
Lumberman, Inc. 





MILLWORK ESTIMATOR 
Wanted: First class Millwork estimator cap- 
able of figuring all special and detailed Mill. 
— Ad 
nc, 


dress F-56, American Lumberman, 





Paint salesmen and manufacturer’s agents 
with following. Protected territories offered. 
Liberal commissions. No objection side line. 
Write: Walter Scott Mfg. Corp., North llth 
& Driggs Ave., Brooklyn 11, N. Y. 





DRAFTSMAN, DETAILER AND BILLER 
To work in modern custom woodworking mill 
specializing in residential millwork. Must 
be experienced. Apply giving all qualifica- 
tions and salary expected. Excellent oppor- 
tunity for the right man. Address G-59, 
American Lumberman, Inc. 





SALESMAN WANTED 
Experienced man to cover Indiana and Ohio 
territory for established wholesale firm located 
in Michigan handling Northern and Southern 
Hardwoods, Mahogany, etc. Good oppor- 
tunity, salary and expenses. Give pertinent 
information about yourself. Address G-57, 
American Lumberman, Inc. 





WANTED: Man with experience as second man 
or helper in retail lumber yard who would 
now like to manage one. Address G-44, 
American Lumberman, Inc. 





WANT TO SELL OR BUY 
LUMBER 
MACHINERY 
EQUIPMENT 


You'll find your best market 
among American Lumber- 


man Buildi Products 
Merchandiser’s 22,000 
readers. 

The cost is low—10 cents 
per word — $6.00 per inch — 
less for consecutive inser- 
tions. 


To reach the next issue mail 
your copy now to: 


AMERICAN LUMBERMAN 
Inc. 
139 North Clark Street 
Chicago 2, Ill, 





Salesman wanted by substantial Wholesaler. 
Travel Central and Southern Indiana. Must 
have car. We have excellent connections 
Yellow Pine Hardwood Flooring and West 
Coast Lumber. Excellent opportunity. Draw- 
ing account and liberal commission. Reply- 
= give age, experience, and references. 
Address G-33, American Lumberman, Inc. 





Yard Superintendent 


Competent and experienced Inspector under 
50 years old to take charge estern Pa. 
Hardwood Yard—handling approximately 40 M’ 
per day. Modern yard with good siding 
and 15,000 lb. Ross lift truck. ood oppor- 
tunity and future. In reply state age, ex- 
perience, salary expected, marital status and 
references. Address G-35, American Lum- 
berman, Inc. 
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HELP WANTED 


USED MACHINERY WANTED 


BUSINESSES FOR SALE 











WANTED: Man or woman for figure clerk to 
check sales tickets of retail lumber yards. 
Address G-45, American Lumberman, Inc. 





Well financed Southern Y. P. wholesaler with 
no mills, wants Sales Manager that can han- 
dle small wholesale business, both buying 
and selling. Excellent salary and profit shar- 
ing arrangement for good man. Principal 
business is small mill boards and dimension, 
some hardwood. Give detail letter of ex- 
perience and references in first letter. Ad- 
dress F-43, American Lumberman, Inc. 





EXPERIENCED DETAILER AND BILLER 
For Architectural Millwork. Must be able to 
make quantity surveys and shop drawings. 
State qualifications and references. The 
Hallack & Howard Lumber Co., Denver, 
Colorado. 





Large southern wholesale lumber company 
desires to employ highly capable business- 
man salesman to handle hardwood sales in 
middle west industrial area. Atlanta Oak 
Flooring Company. Box 942, Atlanta, Georgia. 





WANTED: Man who would like to manage a 
good retail lumber yard where he has the 
opportunity to demonstrate his ability. Ad- 
dress G-46, American Lumberman, Inc. 





Wanted: Lumber Salesman 

Well established retail yard in Detroit desires 
the services of a salesman to call on builders. 
Company will supply leads. Age preferred 
25 to 45. Good pay — excellent opportunity 
for advancement. State experience and give 
references. Address G-52, American Lumber- 
man, Inc. 





LADDER MANUFACTURER 
Wants qualified salesman to represent well 
established, complete, high — line of 
Ladders to lumber dealers in Wisconsin. Pre- 
fer established salesman now covering Wis- 
consin with allied line. Address G-54, Amer- 
ican Lumberman, Inc. 





Wanted man to file saws, set up machines 
and supervise operation of small planing mill 
near Milwaukee. Living quarters available. 
State age. salary expected, experience and 
references. BOEHM-MADISEN LUMBER COM- 
PANY, MILWAUKEE, WISCONSIN. 





Well established Pacific Coast wholesaler 
with offices in Portland, Oregon and Chicago, 
Illinois,, having million dollar rating, wants 
lumber salesman in Wisconsin to cover lim- 
ited area selling retail yards and industries. 
Must have your own automobile. Profit shar- 
ing commission basis with drawing account. 
Address G-51, American Lumberman, Inc. 





WANTED: Salesman to cover retail yards 
Illinois, Iowa and parts of neighboring states 
by completely equipped western sawmill, 
principally Ponderosa Pine. State experience 
and salary. Employment to start in January 
or February i949, onfidential. Address Box 
G-49, American Lumberman, Inc. 





WANTED: Man to take management of well 
equipped retail lumber yard in good County 
Seat town. Address G-47, American Lum- 
berman, Inc, 





A man between 30 and 40 years of age. 
Married. Who knows the lumber business. 
Must have good references, capability and 
honesty. Capable of doing book work, tak- 
ing orders and acting as assistant manager. 
Good opportunity for the right man. Loca- 
tion, good town in Southern Indiana. Posi- 
tion available January 10, 1949. Address 
G-26, American Lumberman, Inc. 


DETAILER AND BILLER 
Thoroughly experienced in making Architectu- 
ral millwork shop drawings and shop orders 
for same. Give past experience, reference, 
age and salary. Fort Wayne Builders’ Sup- 
ply Company. Fort Wayne 4, Indiana. 


‘SITUATIONS WANTED 


Experienced millwork executive desires posi- 
tion as manager of Mig. or jobbing business. 
Write F-34. American Lumberman, Inc. 











Man of 30 desires position as manager or 
assistant manager of retail lumber yard. 12 
years experience. Employed at present. Ad- 
dress G-31, American Lumberman, Inc. 
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Wanted—Top or bottom profiler for a Woods 
No. 24 Surfacer. Potter Lumber Co., Alle- 
gany. New York. 





Wanted—New or used Dry Kiln trucks, 4 
inch channel iron, 4 ft. long. Potter Lumber 
Co., Allegany. New York. 





MACHINERY WANTED: Large Gang Saw. 
Please advise location, price and condition. 
Address G-20, American Lumberman, Inc. 


WANTED TO BUY — 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
Railway Exchange Bldg.. St. Louis 1, Mo 


RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 lb. 30 Ib. 35 Ib. & 40 bb. 
ecure our price before selling. 
MIDWEST STEEL CORP. 
Charleston W. Va. 




















ILLING IN TRANSIT 


We do dressing, resawing and kiln drying in 
transit. 
Grayson Lumber Co., Inc., Birmingham, Ala. 


BUSINESS OPPORTUNITIES 


OWNER—LANE #1 MILL, TOPSAW, DIESEL 
Power, Planer, Resaw. Would like long-term 
lumber producing contract. Address F-23, 
American Lumberman, Inc. 


LINES WANTED: By well organized sales or- 
ganization covering the Rocky Mountain area. 
Calling on Lumber dealers, Building Supply 
and Hardware dealers. Good coverage, 
large volume. Write H. B. Caldwell, 1309 
Grant Street. Denver, Colorado. 




















Additional sales lines desired by organization 
which contacts retail lumber dealers in the 
State of Michigan and Northern Ohio. Address 
G-55, American Lumberman, Inc. 


«HOUSE PLANS 











Housebuilders Construction Drawings—from 
your sketches. McDonald Realty, Austin, Tex. 





FOR SALE 
Saw Mill, good condition, good location, 
near Kremmling, Colorado. Write to Smole 
Bros., Lumber Co., Kremmling, Colorado 





FOR SALE 


l—complete Standard sawmill steam feed, 
edger, cut off 40 HP steam—now in {full 
operation—capacity 8 to 10 M’ per 8 hours— 
located at Masontown, West Virginia. Ad- 
dress Painter Lumber Co., Masontown, West 
Virginia. 





FOR SALE 
ESTABLISHED WOODEN BOX FACTORY 


and building, 5 story, in heart of New York 
City. 3 nailing machines—2 swing saws—|] 
dewalt—nails and stock $5000.00 tools, office 
equipment. Good accounts—gross sales $65 
to $75,000 year. Can triple intake. Price 
$75,000.00. Write G-23, American Lumberman, 
Inc. 





Retail lumber and coal business in West 
Central Illinois. Long established. Good 
earnings record. Address G-24, American 
Lumberman, Inc. 





SOUTHERN CALIFORNIA retail yards for 
sale, also one in Southern Nevada. Advise 
amount investment wanted. Twohy Lumber 
Co., Brokers, 714 W. Olympic, Los Angeles 
1 





FOR SALE—Large profitable Manufacturing 
end Wholesale Lumber -Business. Money 
making orders and contracts on file. Large 
source of supply and large list of satisfied 
high grade customers. A real going busi- 
ness, will sacrifice. Best reasons for selling. 
Address F-46, American Lumberman, Inc. 


Retail Lumber, Planing Mill, Millwork, and 
Building Materials Business. Present volume 
about $600.000 e- Approximatel 
$150,000 required to handle. Terms to rig 
party. Tennessee location. Address Box E-2l, 
American Lumberman, Inc. 








For Sale: Retail lumber and building material 
yard, small mill in connection. Located in 
Danville, Illinois. Would require approximately 
$65,000.00. Write Box E-57, American Lum- 
berman, Inc. 


FOR SALE—Five good. money making, Cross 
Tie Yards with daily supply and productions 
increasing. A good proposition. Good rea- 
sons for selling. Address F-45, American 
Lumberman, Inc. 








BUSINESSES FOR SALE 


FOR SALE 
Retail Lumber Yard at wholesale price. Best 
location in Paducah, Kentucky. Selling be- 
cause of ill health. If interested, write for 
full information. Post Office Box No. 219, 
Paducah, Ky. 











FOR SALE 
Modern up-to-date Millwork plant doing an- 
nual wholesale volume $200,000 with retail 
lumber yards located in northern Minnesota. 
Plant established and built new in 1940. In- 
quire Box G-39, American Lumberman, Inc. 


For sale: Established retail lumber and build- 
ing materials yard, including millwork plant. 
Located in one of the fastest growing tourist 
cities in South Florida. Doing an annual 
business of $800,000.00. Has paid net profit 
of over 20% on invested capital for the past 
15 years. $300,000.00 cash required to handle. 
Address G-56, American Lumberman, Inc. 


FOR SALE 


One of the best hardwood lumber enterprises 
in the midwest, gon me | established almost 
half century, with trained personnel. Ideally 
located to principal markets. Complete dis- 
tributing yard with steam boiler system, dry 
kilns, heated warehouses, paved yards, de- 
livery equipment, lumber inventory, rail sid- 
ing, offices, wholesale lumber business, mod- 
ern sawmill, logging equipment, standing 
timber inventory. Will finance; owner retiring. 
This business will be sold at its fair value 
and less than replacement costs. Address 
G-58, American Lumberman, Inc. 











For Sale: Retail Coal, Building Material and 
Cement Block Mfg. Business with close source 
of supply. Equipment and 2 flat residence on 
site included at reasonable price. Good city 
and rural trading area. Located in Eastern 
Wisconsin. Write Box G-48, American Lum- 
berman, Inc. 





FOR SALE — 

Established Retail Lumber & Building Supply 
Yard. Now doing over $250,000.00 annually. 
Located 50 miles from New York City. This 
business has increased 400% last three years 
under new management. Volume can_ be 
doubled and redoubled by active party. New 
lines and appliances can be added. Now sell- 
ing only lumber, paint, hardware and mason 
materials. Plenty of storage space available 
including 5 large two story buildings. Will 
discount approximately $30,000.00 accounts re- 
ceivable or collect our own. These are 99 
good. Inventory at cost. Two late model 
ton trucks, 1 pick-up truck, new DeWalt saw. 
office equipment, yard equipment, etc. at 
$25,000.00. Will rent land and buildings in- 
cluding large dwelling on percentage ° 
gross or sell outright. This is an A-1 proposi- 
tion, priced right. Reason for selling—ownels 
wish to devote time to other business. 
dress G-50, American Lumberman, Inc. 


FOR SALE 7 ; 
Wholesale and retail lumber yard with kiln 
and standard equipment for manu/‘acturing 
finished lumber. Lecated on railroad an 
U. S. highway. GRANIT= LUMBER CO. 
Granite Falls, N. C. 





—! 


LUMBER & DIMEN SION 
FOR SALE 











—— 





Can ship immediately selected grades Mex: 
can Ponderosa Pine, air dried, S4S, or rough 
Call or write: 
Tomas M. Rodriguez 
Tel. 565 or 1392 


Box 182 
Laredo, Texas 


———t 





Log-Run—Thoroughly Dry 
1” and 2’ Gum _ $35.00 
1” and 2" Oak—$72.00 
Above material in the rough. 
Krebs Lum!er Co., Springfield, Il. 
Prices f.o.b. mill, Gurdon, k. 


a 
December J, 1948, AMERICAN LUMBERMAN 9 





